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In This Issue 


WHAT THEY SAY ABOUT INSURANCE 


THE SPECTATOR'S ANNUAL ENDORSEMENT ISSUE covers City Hall, the White House, and many other celebrities. 





men of vision 

are selling 
United’s 20-20 
Cash Refund Plan! 


at 


Here’s the policy with a future! United’s 20-20 Cash 
Refund Plan offers full cash refund... plus full protection. 
Millions are reading about 20-20 in the national magazines. 
Men of vision from United are cashing in on this demand for 


the policy that does two jobs. 


The 20-20 Plan can do two jobs for you, too. This 
talked-about Plan will introduce you to more people... and 
boost your earnings. If you want a clear-eyed view of your 
future with United drop a letter today to United of Omaha, 


Omaha, Nebraska. 


Re far-sighted—go United 


United 


OF OMAHA” 


One of America’s Foremost Life Insurance Companies 
N. M. Longworth, President 
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ASUREWAY<«#«, 
TO MORE PROFITS 


Ask your clients and prospects to name the amount they would ask for their home — 
or business property—if they were to put it on the market tomorrow... 

ask them to reconcile the difference between current high replacement costs and 
the insurance protection they carry ...ask why they apparently are willing to 
assume a substantial part of any potential loss. 


Then tell them how — for just a few cents extra a day — they can have 
FULL protection. 


Write our Advertising Department for the wealth of free promotional material 
available to help “tell” your clients and prospects of the need for 
insurance-to-F ULL-value. 


When you ask and tell you’re on the Sureway to more profits! 


me y ws Philadelphia Department, 
A M U LT | P L E WN. 3B. ML, Philadelphia 5, Pa. Southern 
INSURANCE GROUP Department, Atlanta 8, Ga. 


Established 1809 Michigan-Ohio Department, 


L. I N E G R oO U P Detroit 26, Mich. Midwest- 
ern Department, Chicago 6, 
NORTH BRITISH AND MERCANTILE INSURANCE COMPANY LIMITED * THE PENNSYL- ul. peg epee Scapa 
VANIA FIRE INSURANCE CO. » THE COMMONWEALTH INSURANCE CO. OF NEW YORK soumane pa saat 
THE MERCANTILE INSURANCE CO. OF AMERICA, administrative office: 150 William aiaiiinic wae ak 
St., N. Y. 38, N. Y. © THE OCEAN MARINE INSURANCE CO. LIMITED, administrative Sate ei a ‘hee, Qe 
office: 111 John St., N. Y. 38, N. Y. © CENTRAL SURETY AND INSURANCE CORP., Office: University Bldg., 


home office: 1737 McGee St., Kansas City 41, Mo. Denver 2, Colo. 
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NORTHWESTERN MUTUAL POLICYHOLDERS. Both Benjamin Clayton (left) and his brother, 
William L. Clayton, have had insurance with this company since 1908 


KARSH, OTTAWA 


“Life insurance buys anyone the time 
he needs to build an estate!” 


Advice concerning a problem most young men face— by Wm. L. Clayton, founder of Anderson, 


Clayton & Co., world’s largest cotton merchants, and former Under-Secretary of State for Eco- 


nomic Affairs, and Benjamin Clayton, former partner in Anderson, Clayton & Co., now retired. 


“‘WT HAPPENS to nearly every ambitious 

| young man. He goes through a peri- 
od of acquiring financial responsibilities 
faster than he can accumulate assets. He 
may well wonder whether he will ever ‘get 
ahead of the game’ in time to do himself 
and his family any real good. 

*‘Here is where life insurance can be 
of great value. With it, a young man can 
immediately establish the measure of se- 
curity he wants for his family. The race 


against time is ended. He can pursue his 
career confidently, without being under 
excessive pressure. 

“‘Moreover, life insurance represents 
progress for the individual, as well as pro- 
tection for the members of his family. 
Not only does it give a man the time he 
needs to build an estate, but it also de- 
velops substantial values of its own. 
And these will one day become an im- 
portant part of the estate itself.” 





A NORTHWESTERN MUTUAL 
AGENT CAN HELP 
SOLVE YOUR PROBLEM 


Y character, ability and training, 

Northwestern Mutual agents are well 

qualified. Many have earned the designa- 
tion of Chartered Life Underwriter. 

Why do they choose to represent this 
company? It is one of the world’s largest, 
with over a century of life insurance expe- 
rience, and accepts applications onl) 
through its own agents. 

Ask your Northwestern Mutual agent 
about Quantity-Earned Savings, pioneered 
by this company to reduce the cost of all 
policies $5000 and up. 


The NORTHWESTERN MUTUAL 2 Lsurance Company 


MILWAUKEE, WISCONSIN 
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What 
your 
clients 
don't 


know 
can 


hurt 
you 


Suppose a client of yours had a 
fire today. If his insurance proved inade- 
quate, could you expect much future busi- 
ness from him? 

Suppose another client is carrying more 
insurance than he actually needs. Some 
other agent could show him how to save on 
premiums, which certainly wouldn’t help 
your Cause. 

When your client doesn’t have proper 
coverage, you stand to lose some business. 

What’s the answer? An appraisal pre- 
pared specifically for insurance purposes. 

When you recommend The American 
Appraisal Company, your clients will gain 
the benefit of our 63-year leadership in the 
field. Appraisals are thorough and detailed, 
based on facts that will stand investigation. 

American Appraisal reports for your 
clients are good protection for you. 


LEADER IN PROPERTY VALUATION 


The 
AMERICAN 
APPRAISAL 


Company® 


Home Office: Milwaukee 1, Wisconsin 
Offices in 18 cities coast-to-coast 


THESE NAMES MAKE NEWS 


Ray Murphy Joins 
lowa Law Firm 


vice president. Stanley E. Out- 
house is now secretary and 


NwL Elects 
Harwick to Board 


treasurer. 

James D. Mills and James V. 
Lyons have been elected vice 
presidents of Kentucky Insur- 

Ray Murphy, former’ general ance, Louisville. 

counsel for the Association of 

Casualty and Surety Companies. 

has joined the law firm of Par- 

rish, Guthrie, Colflesh and 

O’Brien in Des Moines. Mr. oa 

Murphy will specialize in com- managing director 

pany and insurance industry of the Life Insur- 

‘ ance Agency Man- 
matters. agement Associa- 

. W. Harwick, governor adminis- tion, has been 
trator of the Mayo Clinic, has Se 
been elected to the board of Life. He will assume 
Northwestern National Life. his new duties Sep- 
He succeeds Totton P. Heffel- onsnaiien 
finger, who has resigned. 

Harold J. Hudson, vice president, 
secretary and treasurer of Cen- 
tral Surety, has been placed in 
charge of the investment depart- G. Stubington has been made 


John L. King, account executive, 
has been elected a vice president 
of A. E. Strudwick Co., reinsur- 
ance brokers. 


Andrew W. Manson has been 
named manager of the Canadian 
division of General Insurance 
of America. 























THE OLDEST INSURANCE |] 


COMPANY IN THE WORLD 


55 FIFTH AVE., NEW YORK 


ment for the North British 
Group. John C. Droge, assistant 
secretary, is now secretary of 
the U. S. Branch in charge of 
the secretary’s department. Both 
men succeed Reginald P. Stock- 
ham, retiring after nearly 46 
years of service. 


Hugh Garland has been elected 


vice president and_ secretary 
of companies in the Corroon 
& Reynolds Group. John A. 
Grogan, formerly assistant sec- 
retary, has been advanced io 


board chairman of the Western- 
3ritish American Group, To- 
ronto. Frank J. Erwood is pres- 
ident. Hugh P. Ham is vice pres- 
ident and general manager. 


Harold B. Lee has been elected io 


the board of the Equitable Life 
Assurance Society. He is man- 
aging director of the welfare 
program for the Mormon 
Church, a director of the Bene- 
ficial Life, and the Union Pacific 
Railroad. 

Continued on page 6 























ALC Nominates R. E. Irish 


Rolland E. Irish, president of Union Mutual Life, Portland, Me., has been selected by 
the ALC Nominating Committee as candidate for next president of the American Life 
Convention. If elected, he will succeed Harry J. Stewart, president of West Coast Life, 
who will serve until the annual meeting in October, 1958. 

Nominated for election to the Executive Committee are Frederic W. Ecker, president 
of Metropolitan Life; J. C. Higdon, president, Business Men's Assurance; Walter O. 
Menge, president, Lincoln National Life; and R. J. Wetterlund, board chairman, 


Washington National. 
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The holder of a B.S. degree in home economics from 
the University of Maine and an M.A. degree in 
education from Columbia University, M. Eleanor 
Jackson, CLU, could have selected any of several 
avenues of achievement. That she decided eventually 
to become a professional life underwriter is indicative 
of the opportunities available to men and women 
alike in the life insurance profession. 

The reason why many career-minded women bypass 
the life insurance field is probably because they 
consider it a highly technical business dominated 
by men. Yet, examine this brief synopsis of Miss 
Jackson’s impressive career since joining the Boston 
Agency of The Union Central in 1943. 

Within four years, she earned the distinguished 
Eleanor Jackson is the administrator of the 

program for Sanders Associates, Inc., promi 

company in New Hampshire. Here Miss Jackson 


program with Daniel C. Chisholm, Treasurer: Royder 
President; James I. Chesterly, Director of Industrial Relations. 


7 


One of the welcome rewards of her career is reflected in the i 


In a city rich in 
reminders of America’s 
struggle for independ- 
ence, Eleanor Jackson 
has won remarkable 
success In a career 
based upon the princi- 
ple that ‘‘financial 
freedom is the standard #® 
by which we can enjoy 
all other freedoms.” 


Miss Jackson remi- 
nisces about under- 
graduate days at the 
University of Maine 
with acting President 
Charles E. Crossland. 
She is. president of 
the Boston Alumnae 
Association; secretary- 
treasurer and news 
reporter of the Maine 
ALUMNUS, class of 
1920; former treasurer # 
of the Boston Alliance 
of Delta Delta Delta. 


WISE DECISION 


Chartered Life Underwriter designation from the 
American College of Life Underwriters. Her areas 
of specialization include such responsible fields as 
family programming, estate planning, pension plans, 
corporate Group insurance and business insurance. 
Moreover, she has assisted her clients in accumu- 
lating more than 13 million dollars of guaranteed 
financial security, a record which has qualified 
her for membership in The Union Central's 
celebrated $500,000 Club during nine of the past 


ll years. 


Eleanor Jackson typifies the individual who would 
succeed in almost any profession. It is to the benefit 
of her Company and her clients, as well as herself, 


that she selected the life insurance profession. 


frequent moments of leisure and relaxation which Miss Jackson 
is able to spend at home in the quiet of her lovely garden. Pe 


THE UNION CENTRAL LIFE 


INSURANCE COMPANY 


Security for the American Family since 1867 
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Salesman ? #5 in a series 
































JUST TRY HIM on your next special line. The 
Royal-Globe special representative will be your right 
hand man when you sell inland marine, marine, 
aviation, burglary and glass policies. He is also an 
expert on “package” policies. 
This multiple-threat performer 
on your local Royal-Globe 
mobile production team, the 
special representative, is an- 
other reason we can say 


“TOPS IN EVERY SERVICE” 


YOUR nde pendent 
Insurame 


150 WILLIAM ST., NEW YORK 38, N.Y. 


ROYAL INSURANCE COMPANY, LTD. © THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTO 
ROYAL INDEMNITY COMPANY © GLOBE INDEMNITY COMPANY © QUEEN INSURANCE COMPANY OF AMERICA 
WEWARK INSURANCE COMPANY ® AMERICAN AND FOREIGN INSURANCE COMPANY © THE BRITISH & FOREIGN 
MARINE INSURANCE COMPANY LTD. © THAMES & MERSEY MARINE INSURANCE COMPANY, LTO, 


These Names Make News 


Continued from page 4 


J. Crossan Cooper, Jr., Baltimore 
attorney, has been elected : 
trustee of Penn Mutual Life of 
Philadelphia. 


Robert E. Aker is 
vice president in 
charge of The Em- 
ployers’ Life, new 
affiliate of The Em- 
ployers’ Group of 
Boston. He was 
formerly in charge 
of life operations 
for Security - Con- 
necticut. 


Bernard M. Shanley has_ been 
elected to the board of Federal 
Insurance. An attorney, he was 
former counsel and secretary io 
President Eisenhower. 

Harold R. Lawson, president of 
National Life of Canada, and 
H. A. Kroeger, partner in the 
industrial management firm of 
A. & H. Kroeger, have been 
elected to the board of Glens 
Falls Insurance. 

David K. Wilson has become board 
chairman of Cosmopolitan Life. 
Memphis, Tenn. Justin Potter 
and Stephen Potts have been 
made directors. 

Paul R. Seltz, franchise sales 
manager of National Travelers 
Life, has been elected vice pres- 
ident, franchise division. 

Kenneth R. B. Smith has been 
elected secretary of American 
Reciprocal Insurers in addition 
to his present post as .reasurer. 
He succeeds Valentine W. Ger- 
rish who is retiring after 388 
years of service. Canadian op- 
erations, which Mr. Gerrish 
supervised, have been irans- 
ferred completely io Toronto. 

Meredith Nicholson, Jr., vice pres- 
ident and director of State Life. 
Indianapolis, has also been made 
treasurer. Hiram D. Keehn, gen- 
eral counsel and director, was 
made secretary. 

Dr. Joseph Travenick, Jr., medical 
director of Occidental Life of 
California, has been elected 
chairman of the Medical Section 
of the American Life Conven- 
tion. 

Continued on page 8 
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Life Underwriters, which lead to the designation of 


The insurance man who 
Chartered Life Underwriter. 


earns his CLU key becomes , ; 
: With the knowledge and experience gained from 


a much more valuable man successful completion of these study programs, the 
new CLU can render more valuable service to his 


to his company... to his 
clients. At the same time he gains prestuge and an 


clients git, and to himself : added sense ol self-¢ onfidene ew hic h helps him sub- 
stantially increase his business 

To advance themselves professionally, conscientious Why not start on vour wav to becoming a “‘kev”’ 
and ambitious underwriters each year enroll in the man in your company by getting full information on 
study programs, offered by the American College of next year’s CLU study programs and examinations 


New York Life 
Insurance Company 


A MUTUAL COMPANY aOR ES FOUNDED IN 1845 


Life Insurance +« Group Insurance «+ Annuities * Accident & Sickness Insurance + Pension Pians 
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* 
& 
orn from a need to 
‘. symbolize the 
* » * hard-won unity of 
a new nation, 
Old Glory has grown to a 


world stature heretofore unknown. 


* 


Likewise born from the many different financial needs 
of our population is the 


PLICO SERIES 


A symbol of low-cost protection, 
THE PLICO SERIES is a series of preferred rate, 
$10,000 minimum issue policy contracts. 


* the PLICO SELECT 


guaranteed rate, ordinary life 


* the PLICO PREFERRED 


participating ordinary life 


* the PLICO PROTECTOR 
a 5 year renewable and convertible term 
contract 


* the PLICO 65 


guaranteed rate, life paid up at 65 


AND, as new stars were added to our national banner 
to symbolize the addition of new states, 


Philadelphia Lite has added a new star to complete its 


PLICO SERIES 
* the PLICO 20 


a guaranteed rate, 20-payment life contract 


Other standard and special life insurance contracts 


available for every conceivable need. 


Doorway 


F< 2> 
to A 
Protection Mg aN 
— 


Philadelphia L ife 


INSURANCE COMPANY 


111 NORTH BROAD STREET, PHILADELPHIA 7, PA. 


Joseph E. Boettner, C.L.U., President 





James H. Burdick, Agency Vice-President 








These Names Make News 


Continued from page 6 


John D. Mace, vice president of 
the Central States Health & 
Life Company, Omaha, has been 
elected chairman of the Con- 
sumer Credit Insurance Asso- 
ciation. Frank A. Hill, vice pres- 
ident of Volunteer State Life, 
Chattanooga, is president. 


Clive R. Bishop has 

been made adver- 

tising manager for 

the Kemper Insur- 

ance companies. He 

had been assistant 

advertisina manager 

since 1954. 

Arthur C. Holmes, vice president 
and personnel director of U. 5. 
Fidelity & Guaranty, has been 
named director of education and 
management development. L. 
Brent Wood has been elected a 
vice president and takes on the 
duties of personnel director. 

Donald J. Sevening, vice president 
of Bowes & Co., 2a London 
Lloyd’s representative, has 
been named a company director. 
Stanley E. Edlund has been ap- 
pointed controller. Edlund was 
formerly an accounting manager 
for Allstate Insurance. 

Robert H. Reid, president of 
London Life, has been elected 
president of the Canadian Life 
Insurance Officers Association. 

Milton R. Polland has been elected 
board chairman of Union Trust 
Life, Milwaukee. M. F. Bradley 
is president. Mark T. McKee and 
Alfred Strelsin were elected to 
the board, and Philip J. Fox is 
ceneral counsel. 

V. L. Nolen was elected board 
chairman of the General Adjust- 
ment Bureau. He is U. S. man- 
ager of the North British and 
Mercantile Group. Kenneth B. 
Hatch, president of Reliance, 
and John A. North, president of 
the Phoenix, were elected vice 
chairmen. R. G. Bachman, form- 
erly executive vice president, 
has been voted president of the 
Bureau. 

John H. Ledbetter, general man- 

Continued on page 10 
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What 


we 
jaatere al 
y 
CLAIM 
7} = "4 [od 


When we speak of our coast-to-coast claim service network we’re talking about exclusive 
State Farm agents and full-time salaried State Farm field claim representatives. There 
are 9,000 of these men in the field (although we could squeeze only 7,000 dots onto the 
map). Thus, each agent knows his policyholders will continue to enjoy “Hometown 
Claim Service” even when far from home. We believe this kind of claim service is one 
reason why over 5 million motorists now insure with State Farm. 


For information on any aspect of State Farm operations, write Director of Public Relations, 
STATE FARM MUTUAL AUTOMOBILE INSURANCE COMPANY. Home Office: Bloomington, Illinois 
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These Names Make News 


Continued from page 8 


ager of the Southern department 
of Hartford Fire, has been re- 
elected president of the South- 
Eastern Underwriters Associa- 


IT ILL tion. Walter J. Christensen, 
ad + An 4018) executive vice president of 


America Fore Loyalty Group, 
was re-elected vice president. 

Louis Kortum, American Surety, 
has been elected president of 
the Insurance Education Direc- 
tors Society. Allan Wikman, 
General Adjustment Bureau, is 
first vice president. David Mc- 
Grath, Allstate, is second vice 
president and program direc- 
tor. George Tisdale, Commercial 
Union-Ocean Group, is secre- 
tary and treasurer. 


C. H. Kendall, exec- 
utive vice president 
of Washington Na- 
tional, has assumed 
general charge of 
the district agency 
department, both 
field and home 
office. 
R. H. West, formerly executive 
vice president and _ secretary, 
has become president of the 
Kentucky Central Life and Ac- 
cident at Anchorage. He re- 
places E. H. Speckman, Sr., who 
is retiring. 
R. O. A. Hunter has been made 
president of the Life Insurance 
Institute of Canada. 
Ray K. Davis has been appointed 
a vice president and director of 
U.S. and Foreign Management, 
...to get full information on the recently announced PLM Premium Ltd., reinsurance and U. S. and 
Budget Plan. You will find the PLM plan for instalment payment of Foreign Management, Inc. Lat- 
premiums one of the strongest and most flexible in the country. It can ter firm acts as manager fo 
benefit you—the local agent—in five important ways. To begin with, it companies writing crop-hail in- 
can make your job of selling easier and it can help you sell larger policies. surance in this country «and 
Why not write us today for all the facts about the new PLM Premium 
Budget Plan. Joe B. Hunt has been elected Com 

missioner of Oklahoma for a 


Canada. 


second term. 


John T. Nesbitt, formerly a secre- 
Writing FIRE and ALLIED LINES tarv. has been : inted a vic 
“In the Birthplace of American Mutual Insurance"’ sia de aS Deen appoinved a vice 
president of the America Fore 
fire companies in the Atlanta 


office. 


PENNSYLVANIA LUMBERMENS MUTUAL INSURANCE COMPANY George D. Mead and George I. 
PLM Building « Philadelphia 7, Pa. Davis have been elected to the 
Branch Offices in New York, Los Angeles, Charlotte, N.C. Continued on page 76 
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He has an 
EXPERIENCED 


GRASP on his 








client’s problems 


When a life underwriter first 
meets a prospect, a number 

of intangibles come into play. 

You can call them experience — 
judgment—knowledge—training. 
Whatever you call them, they 

are there because of the approach 
this agent takes to his business. 
The John Hancock representative 
has prepared himself with many 

of the courses available through his 
company, and is equipped with 
up-to-date sales material. He 

is ready to give complete service — 
all-important in consistently 
selling larger amounts of 


needed insurance. 


ar 
C hn Hancock 


LIFE INSURANCI COMPANY 


BOSTON MASSACHUSETTS 





























“He never would have lost that big comp premium 
if he had written for Bituminous.” 


Beat competition with Bituminous! 


Beat competition in writing new business and beat competition 
in holding your workmen’s comp and liability risks. You can do it 
by using Bituminous’ rating plans and — more important — 
Bituminous’ methods of applying them. As specialists in comp and 
liability, Bituminous can provide your client with the protection he 
has to have at a cost he will find attractive. Write for the Bituminous story. 


Bituminous 


BR CASUALTY CORPORATION 
Cem 


Bituminous Fire And Marine Insurance Company 
SECURITY 
SERVICE 






ROCK ISLAND, ILLINOIS 
Specialists in Workmen’s Compensation and Liability Lines 
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E of the Metropolitan are glad to 
W7oin the industry in offering congratu- 
lations to all those who were successful in 
the C.L.U. examinations in June... and 
will receive their Designations in Dallas 
in September. 

There is no better preparation for a career 
in Life insurance than that offered through 
the facilities of the American College of Life 
Underwriters. The C.L.U. course provides a 





CONGRATULATIONS TO THE GLASS OF 1958! 


sound foundation for the service which is 
expected of a Life underwriter today. 

We are proud of our C.L.U. graduates 
and believe that they are wise young men 
indeed who are preparing now to enroll in 
the Certified Life Underwriter classes be- 
ginning in September and October. 

We wish them success in their studies, 
and satisfaction in the life work they have 


chosen. 


METROPOLITAN LIFE INSURANCE COMPANY 
1 MADISON AVENUE + NEW YORK 10, NEW YORK 
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PpAoraN 


simplified 
















Pyle terra income with Aetna’s 


ccident and health program 


Ask the Aetna fieldman... 


Accident and Health insurance has long been one of the 
easiest-to-tap and most dependable sources of new pre- 
mium income—and that is doubly true when you use the 
Aetna’s simplified selling program. 


Point No. 1 about this program is that forms have been 
so simplified that top-flight Aetna coverages are now far 
easier to explain—can be sold in less time. 


Point No. 2 is that there is a coverage adapted to each 
prospect’s needs—whether Blanket Medical, Income Pro- 
tection, Travel Accident and Baggage, Fixed Expenses 


Meet Earl C. Stevens 
State Agent, Corpus Christi, Tex. 
Earl is a native of New Orleans 
and received his education at 
Tulane and the University of 
South Carolina. Prior to 
joining the Aetna in 1947 he 
had extensive experience in 
general construction and en- 
gineering work, and served 
four years with the Armed 
Forces, attaining the rank of 
first lieutenant. He is a grad- 
uate of the Aetna Multiple 
Line Training School, and is 
a member of the Texas Insur- 
ance Fieldmen’s Association, 
Corpus Valley Division. 





55 ELM STREET 





AETNA INSURANCE COMPANY 


HARTFORD, 15, CONNECTICUT 
Clinton L. Allen, President 


Worldwide Insurance Through Our Foreign Department — AFIA. 161 William Street, New York 38, New York. 


Disability, Key Employee Insurance or Hospitalization. 
In addition, the new Aetna streamlined Health policy 
is now available. 


Remember, too, that Aetna’s realistic rate structure and 
long-established record for paying claims promptly and 
cheerfully are strong reasons for pushing Aetna’s Acci- 
dent and Health lines. 


Get full information on the Aetna simplified selling pro- 
gram and attractive sales aids from the Aetna Fieldman. 
Why not call him today? 


Meet Roy V. Raymond 
Manager, Delmar, N. Y. 
Roy is a charter member and 
one of the three original 
founders of the Casualty and 
Surety Club of Albany, N.Y.; 
also Chairman of the Board 
of Coordinators, Russell Sage 
College, in charge of the Gen- 
eral Insurance Department, 
and a member of the Albany 
Field Club. When not busy 
helping agents with their 
problems, Roy devotes his 
time to woodworking. He 
specializes in boatbuilding, 
and has his home on the banks 
of the famed Hoosac River. 
















YOUR dependent 
Insurance /AGENT 


seeves/ vow /sreste 





THE SPECTATOR 






























































Each of these symbols identifies an organi- 
zation that is dedicated to establishing and main- 
taining the highest standards of life insurance 
service. 

The coveted Chartered Life Underwriter key 
symbolizes the topmost professional educational 
attainment. The Life Underwriter Training 
Council’s badge represents industry responsi- 
bility in passing on lessons of practical experi- 


THE LIFE ens 


RICHMOND, VIRGINIA 


SINCE 1871 
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ence. The National Quality Award “Q” is 
recognized as a reward for superior quality of 
life insurance service to the public. 

The fourth symbol is the emblem of The Life 
Insurance Company of Virginia, a company that 
encourages and supports the activities of all 
organizations dedicated to the education, train- 
ing and development of the professional life in- 
surance salesman. 


OF VIRGINIA 


FOUR SYMBOLS - ONE GOAL 

















Our thanks to the millions of policyholders and friends across 

the nation whose confidence over the years has enabled Western 

and Southern to share with them the great benefits provided 
through the purchase of life insurance. 

WILLIAM C. SAFFORD, 

President 


THE WESTERN AND SOUTHERN 
LIFE INSURANCE COMPANY 


A MUTUAL COMPANY ¢ HOME OFFICE ¢ CINCINNATI, OHIO 


; DIVISION OFFICES: 


St. Louis, Missouri « Asheville, North Carolina ¢ Galveston, Texas * Beverly Hills, California 
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Com 


Pay to the ee 
order of ————__ 


bined Grour * 


ompanies 


__Bugust 1. 1965 — 
MW. 


Chicag® 
$ 1,100.00 __— 


<> + * * DOLLARS 


want a retirement check like this 
10 years from now? 


The A&H sales you make for Combined pay you 
renewal commissions long after you’ve hung up your 
selling shoes. 


Ten years from now the postman may bring you one 
of our monthly reminders of a fruitful association... 
providing you with the security you sought during 
your productive years. 

Vested renewals are but one of many advantages 
offered to agents who represent Combined —second 


COMBINED 


GROUP OF COMPANIES 
W. CLEMENT STONE, PRESIDENT 
Combined Insurance Company of America, Chicago 
Combined American Insurance Company, Dallas 
Hearthstone Insurance Company of Massachusetts, Boston 
First National Casualty Company, Wisconsin 





largest exclusive accident and health company in 
the world. 


If you are interested in selling accident and health, 
investigate the profitable opportunities Combined 
offers to qualified agents; 1. full-time selling of one 
of Combined’s Specialized Package Plans, 2. selling 
Combined’s Wholesale Group Plan in your between- 
appointment hours. Indicate your choice on the 
coupon below and then let’s talk it over. 


Combined Insurance Co. of America, Dept. 104 
5316 Sheridan Road, Chicago 40, Illinois 


Gentlemen: Please send me details about: 


(.) Combined’s Specialized Package Plans 
(-] Combined’s Wholesale Group Plan. 


Name 
Address 
City. 











For Further Information Circle 96 on the Card on Page 81. 
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5 years from now 
what will you wish you had done today? 


FOUR CAPABLE MEN 
WILL FIND THE ANSWER HERE 


The past five years in Franklin’s 
history have been dramatic and 
sensational. In 1957 our new paid 
sales exceeded $700 Million (all 
Ordinary). Only eight companies 
in the entire industry surpassed this 
record. At year-end, among more 
than 1,000 life companies, only 17 
ranked higher than Franklin in 
Ordinary business in force. But we 
are confident our performance of 
the past will pale in comparison with 
the future. Our Agency organization 
enjoys abundant prosperity. This is 
of primary importance to us since 
in our philosophy the agency 
representative is the most important 


individual in the industry. 





> Lhe Friendly 
eo FR v\ IY IKILEN LIFE COMPANY 


CHAS. E. BECKER, PRESIDENT 


Now we are planning for a greatly 
accelerated growth. One phase will 
be the appointment of four resident 
field supervisors at key regional 
offices, to round out our management 
program. If you are under 50 years 
of age . . . possess a good personal 
production record . . . with at least 
some organization experience .. . 
this may be a truly remarkable 
opportunity for YOU to share 
permanently in Franklin’s brilliant 
future. Salary, bonus, and expenses, 
of course. 

You may write to President Chas. 
€. Becker in confidence if you care 


to discuss the matter. 





INSURANCE 


SPRINGFIELD, ILLINOIS 


DISTINGUISHED SERVICE SINCE 1884 
The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 


Over Two Billion Nine Hundred Million Dollars of Insurance in Force 
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THIS POEM PAYS OFF IN PREMIUMS 
by helping Producers cure COVERAGE ANEMIA* 


“The burnin’ of Nero McNeary” may selling aids included in The American 
start clients chuckling, but it will leave Insurance Group’s new “Coverage- 
them wondering: “Just how out-of-date to-Value” Promotion Kit. This kit con- 


tains the material a Producer needs to 


is my property insurance ?” Used as a 
detect and cure Coverage Anemia. 


mailing piece or delivered in person, 

this booklet helps make it easy to sell To find out what this new promotion 

adequate coverage. package can do for you, contact your 

Nero’s sad tale is just one of the many American Insurance Group branch office. 
Underinsurance resulting from 
increased property values. 


awe af een 
NEWARK, NEW JERSEY 


THE AMERICAN INSURANCE COMPANY + AMERICAN AUTOMOBILE INSURANCE COMPANY + ASSOCIATED INDEMNITY CORPORATION 
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Reflect on the prestige the C.L.U. program can give you. 


Men who consider insurance not just a career, Equitable representatives, too, are aware of 
but a profession, know the value of the C.L.U. the C.L.U. program’s advantages. Over 400 
study course. wear the key, and 1300 others are preparing for 
In a short time it gives them the knowledge, the C.L.U. examination. 

confidence and prestige which ordinarily would Check now with your company about its plans 
take years of experience to achieve. The C.L.U. — to assist you. And get in touch with your local 
key is more than an emblem of the insurance C.L.U. Chapter or Life Underwriters Associa- 
expert. It is the key to real success. tion for information about Fall courses. 


LIVING INSURANCE by Equitable 


The Equitable Life Assurance Society of the U.S., 393 Seventh Avenue, New York 1, N. Y. 
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E again present THE SPEC- 
W TATOR’S compilation of en- 


dorsements of insurance. The galaxy 
this year includes many new con- 
tributors as well as some old 
friends. The willingness of these 
busy and thoughtful folks to ex- 
press their sentiments through our 
publication strikes us as a growing 
testimony to the fact that insur- 
ance has really been—as we have 
called it in earlier years—*‘En- 
dorsed by a Grateful Nation.” 
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What They Say—in City Hall 


Led by Mayor Tucker of St. Louis (and a special article about the in- 


surance side of his city), these municipal leaders testify about the 


many values of insurance in these communities. 


St. Louis—What Insurance Means in a Community 


By DAVID F. BARRETT 


—— ia 


Mayor of St. 
states for THE SPECTATOR: 
“The chief executive of a major 


TUCKER, 


Louis, Missouri, 


metropolitan area, such as St. 
Louis, very early in his adminis- 
tration comes to a full realization 
of the importance of insurance 
protection to the many facets of a 
progressive community. 

“This is especially true as to life 
insurance, including group, indus- 
trial and ordinary forms. The 
measure of such protection pos- 
sessed by the individual, the heads 
of families and the keymen in its 


22 


industries is of the utmost im- 
portance to the overall well being 
of the community as a whole. 
“Some years ago the _ misin- 
formed believed, ‘You have to die 
to beat insurance.’ But in our 
modern life nothing could be far- 
ther from the truth. The living 
policyholders and those depend- 
ing upon them annually receive 


far more in various benefits, etc., 
from their life insurance com- 
panies than those concerns pay 
out in death claims under their 
policies, 

“Like the individual insurance 
policyholder, the community bene- 
fits in many ways through life 
insurance. In a city with average 
or better life insurance protection 


St. Louis’ City Hall fronts on Memorial Plaza with build- 


Mayor Raymond Tucker 


ings for Municipal, Civil Courts, and Kiel Auditorium. 


" 
ie 
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there is a basic faith in the future 
that permits it to look forward 
with confidence and to undertake 
major steps for community better- 
ment that many other cities can’t 
venture to take on. The life insur- 
ance funds that come into the well 
insured community enable it to 
build better homes and_ schools 
and to expand industries and com- 
mercial enterprises. The individ- 
ual policyholder has a sure source 
of available funds in any emer- 
gency.” 

The history of insurance in St. 
Louis dates back to at least June 
12, 1824, when an advertisement 
appeared in the Missouri Gazette 
revealing that the agency of Tracy 
and Wahrendorf was prepared to 
offer insurance against loss or dam- 
ages by fire on dwellings, stores 
and buildings and also merchan- 


From Mayors of 
Other Cities 


GEORGE CHRISTOPHER 
Mayor of San Francisco 
Life insurance is a necessity, not a luxury. It is a means of providing protection 


and security for our dependents. Everyone should carry as much life insurance 
as is commensurate with his ability to pay. It is a most worthwhile investment. 





| think that the concept of "insurance" is one of the things that sets modern 
society apart from earlier civilizations. It is a highly refined device, implying a 
regard for individual and family welfare, a reasonable weighing of the future, 
and the collective good sense which protects one by protecting all. 

While some risks in life are inevitable, the reasonable man will remove all 


unnecessary ones. In our highly developed society, with its many varieties of 
insurance, there are many risks which no longer are necessary. These are the 
financial risks that arise from death, disability, property destruction, and the 
other incidents which affect family welfare. The wise man will not overlook these. 


RICHARDSON DILWORTH 
Mayor of Philadelphia 


dise, household, furniture and 
other personal property through 
the Farmers Fire Insurance and 
Loan Company, 34 Wall Streei, 
New York City. 

By 1869 the insurance business 
in Missouri had grown to such 
large proportions that state officials 
saw the need for proper supervi- 
sion of the business. Wyllis King 
was appointed the first insurance 
commissioner of our. state in 
March, 1869. Prior to that com- 
panies had sold insurance without 
a state license. 

In 1848 the Connecticut Mutual 
Life Insurance Company of Hart- 
ford opened an office in St. Louis 
with Henry Stagg as its first agent. 
This marked a new era for insur- 
ance in our city. 

Continued on page 24 


Mayor of Los Angeles 


By its very nature, life is fraught with uncertainty and it follows, therefore, that 
none should ignore the safeguards that are available to us. For the head of a 
family who wishes to provide for those dependent upon him, insurance is such a 
safeguard. It not only offers protection but it also has a certain psychological 
advantage that helps to alleviate the concern that recurs to men as they con 
template the welfare of loved ones destined to survive them. In this fast-moving 
world, nothing is more important than making sure the future of those dependent 
on us. 





JAMES H. KINSELLA 
Mayor of Hartford 


The City of Hartford, the insurance capitol of the world, is keenly aware 
of the necessity for insurance in the lives of the people of the nation. 

It is economically sound and provides a peace of mind which cannot be 
produced by any other type of investment. Freedom from worry and concern over 
law suits, sudden death or a disabling illness serves to allow the time of our 
citizens to be dedicated to the more positive aspects of gaining a livelihood 
and of contributing their time and effort to their community, state and nation. 

Economic resources of our insurance companies have been used to promote 
and finance such projects as housing, business development and urban redevelop- 
ment, thus providing a dynamic and expanding society. The obvious advantage 
of self-protection of family and property need not be further explored; the less 
apparent advantages of stimulation of economic growth in the form of investments 
as heretofore mentioned should be reiterated by everyone who is interested in the 
development of the nation. 

Hartford is proud of the role which insurance companies provide in making 
jobs for thousands of our citizens and in its newest civic endeavors in promoting 
the growth of our city. 
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From Mayors 
Other Cities 


A well thought through insurance program is a definite need for the family 
man today. During the period of time when a man is building his career in 
business or in a profession and raising his family, it is of importance that he have 
adequate covercge. With the passage of time the emphasis shifts to one of 
retirement bonofits. 

In my own experience as a lawyer, | have never known of a widow who com- 
plained of having too much insurance. 

The optimum situation would be one in which an adequate coverage is 
obtained within the limits of the financial position of the insured. 

Personal securitiy and family security are of great importance in this 20th 
Century. Certainly, the benefits of life insurance affords one way in which that 
security can be realized. 


GORDON S. CLINTON 
Mayor of Seattle 





The Insurance industry is of paramount importance to all Americans because it 
stands as one of the few remaining bulwarks protecting free enterprise against 
the creeping influence of the socialistic state. It enables a person to stand on his 
own two feet, to protect the health and security of his loved ones through his own 
foresight and judgment, rather than forfeiting his heritage of self reliance and 
responsibility in dependence upon the assistance of governmental agencies. | am 
proud and happy that the city of Omaha has achieved a position of national 


prominence as a center for this vital industry. 
JOHN ROSENBLATT 
Mayor of Omaha 


DAVID L. LAWRENCE 
Mayor of Pittsburgh — 


Having been in the insurance business for the past 38 years, | have had 
countless opportunities to learn how important insurance has become in our way 
of life. 

Insurance provides hope and protection to every home owner; brings peace of 
mind and financial security to the family man; helps prevent financial hardship 
in case of severe loss of property. 

In short, it provides a real measure of protection against the uncertainties 


of tomorrow and a safe means of real savings. There is no better investment. 





TERRY D. SCHRUNK 
Mayor of Portland, Oregon 


St. Louis 


Continued from page 23 


From a handful of companies, so 
to speak, in 1869, the number of 
companies operating in Missouri 
grew in 1957 to about 125 domes- 
tic companies and 675 from other 
states and countries. 

St. Louis for many years has 
been the source for sound real es- 
tate investments not only for the 
companies domiciled in St. Louis 
and elsewhere in Missouri but also 
for many other leading companies 
from other parts of the United 
States, Canada and beyond the seas. 
A large number of life insurance 
companies have real estate loan 
correspondents in St. Louis and 
their funds are readily available at 
reasonable rates for long-term in- 
vestments in our city, which was 
built without a boom or a boome- 
rang. St. Louis and St. Louis 
County home loans are regarded as 
among the soundest in the country. 

This is largely due to the fact 
that the average St. Louis family 
head has better than average life 
insurance protection to back up his 
signature on a real estate mortgage. 
Also our widely diversified indus- 
tries are a major factor in estab- 
lishing the soundness of the St. 
Louis real estate investment mar- 
ket. 

St. Louis for many years has 
been called “The Hartford of the 
West” because of the many insur- 
ance companies in various fields 

Continued on page 94 


| have long believed that the family unit has been and will continue to be 
the most important segment in the makeup of our communities, states and nation. 
It follows then that any situation or set of circumstances which might adversely 
affect this basic unit would in the final analysis adversely affect the community, 


state and nation. 


Life insurance, like fire and casualty insurance, has given the head of the 
family unit the opportunity of providing immediate protection for his family 
in case of need, as well as providing the means for maintaining a suitable 


standard of living at some future date. 


Now more than ever, it is necessary that each family head recognize and 
accept the responsibility of providing an adequate insurance program to the 
end that the welfare of community, state and nation will be maintained at its 


present high level of economic stability. 
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What They Say— 
In The White House 








Mr. President Endorses 


> Get a policy, and then hold on 
to it. It means self-respect. It 
means that nobody will have to put 
something in a hat for you or youl 
dependent ones if you should be 
One of the clearest evidences of the faith of our people in the snatched away from them. 
free institutions and the future of America is the fact that 
many millions of our citizens own life insurance policies. Their 
ownership of life insurance is more than a great multi-billion 
dollar bulwark of family protection. It is also a kind of thrift 
which provides productive capital. This capital, invested in 
farms, factories, homes, transportation, utilities and other re- 


sources, helps to give this nation the economic power needed -&, rae " 
to buttress freedom in the world. Fane <? c 4 


President, 1885-1889, 1893-1897 


President of the United States 
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What They Say— 
In The White House 


WY Life insurance increases the 
stability of the 
raises its mora] tone and puts a 
premium upon those habits of thrift 
and saving which are so essential 
to the welfare of the people as a 
body. 


business. world, 


Rowse 


President, 1901-1909 


Phaetiert 
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A A man in office, without means, 
must abandon the hope of making 
the future of his family luxurious- 
ly comfortable. All a man can do 
under existing circumstances to 
safeguard his family is to get his 
life insured. 


fe W epe~ 


President, 1909-1913 


p> If a man does not provide for 
his children, if he does not provide 
for all those dependent upon him, 
and if he has not that vision of 
conditions to come, and that care 
for the days that have not yet 
dawned, which we sum up in the 
whole idea of thrift and saving, 
then he has not opened his eyes to 
any adequate conception of human 
life. We are in this world to pro- 
vide not only for ourselves, but for 
others, and that is the basis of 
economy. 


President, 1913-1921 


WY Perhaps I shall best express my 
opinion of the value of life insur- 
ance when I tell you that I took out 
my first policy as a youth of nine- 
teen. I have found policies a pretty 
heavy burden upon my resources at 
times, especially in my earlier 
years, but I have always found 
them to be very comforting posses- 
sions and, if I had my life to live 
over again, I would seek to take 
more rather than less. 


—: 


President, 1921-1923 
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A There is no argument against 
the taking of life insurance. It is 
established that the protection of 
one’s family, or those near to him, 
is the one thing most to be desired. 
and there is no medium of protec- 
tion that is better than life insur- 
ance. Our government has given 
close attention to the 
companies, and they are on so sure 
a foundation that it is in = sub- 
stance a guaranty method of our 


insurance 


pec ple. 





President, 1923-1929 
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> Insurance offers men and wo- 
men an opportunity to pool the 
financial effects of chance misfor- 
tunes, and is also a good medium 
for saving and investment. The 
wide distribution of insurance in 
this country is an invaluable factor 
in our daily life and is, I believe, 
one of the finest results of our na- 
tional development. 


President, 1929-1933 


q The advantages of life insur- 
ance, manifest every day in every 
community, cannot be discounted. 
This form of insurance is part of 
our modern life. To carry adequate 
life insurance is a moral obligation 
incumbent upon the great majority 
of citizens. 


oe 


President, 1933-1945 








VW I am now, and I always have 
been, a believer in life insurance. I 
have tried to carry out that belief 
in practice. Besides Government 
War Risk Insurance, which I ob- 
tained in the First World War, | 
have policies in several old-line 
companies. 

Even a poor man can build up an 


When 


he does create such an estate, he 


estate with life insurance. 
can feel real satisfaction in know- 


ing that his family is protected if 
anything happens. 


Lu 


President, 1945-1952 














An interview with this pioneer in retailing brings 


out how insurance came fo his aid at a crisis in his 


early merchandising career. 


What He Says— 


J.C 





Penney 


By DUDLEY BIRKHEAD 


AMES CASH PENNEY, fa- 
miliarly known across the country 
by the name of his 1,700 dry-goods 
stores, J. C. Penney, gives life in- 
surance credit for much of his suc- 
cess—his climb from a poor Mis- 
souri farm to a fortune once esti- 
mated at $40,000,000. 

Make no mistake, however; Mr. 
Penney’s thankfulness is to God, 
to his faith in God, before he names 
any man-made _ institutions for 
any credit lines in the saga. 

Hale and hearty as he turns 83, 
come September 16, the great re- 
tailer seemed happy to speak of life 
insurance as he sat in his walnut- 
paneled office high above the crowds 
on West 34th Street, New York, in 
the Penney Building. 

This reporter’s fifteen-minute ap- 
pointment finally materialized after 
three postponements necessitated 
by the octogenarian’s heavy sched- 
ule—speaking engagements for the 
Laymen’s Movement for a Chris- 
tian World, of which he is vice- 
president, and his other religious, 
civic as well as business commit- 
ments, attending store openings 
and visiting store managers. 
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“I am a great believer in life 
insurance, always have been,” Mr. 
Penney said in a_ positive, firm 
voice. “I believe it is the way for 
a young man to get a start in life 
... to have what insurance he is 
able to carry. 


Establishing Credit 


“Life insurance helped me _ to 
establish a line of credit,’’ he went 
on after recalling that he opened 
his first store fifty-six years ago in 
Kemmerer, Wyo., the forerunner of 
the $1.3 billion business done by 
the chain last year. “Early in my 
career also I got the idea of having 
my associates take out all the in- 
surance they reasonably could.” 

Pressed for details about his own 
life insurance program, the “king 
of the soft goods” (as he was called 
in a Reader's Digest sketch seven 
years ago) recalled that when he 
Was a very young man he bought 
his first life insurance policy. This 
was doubly wise of him, for he 
was frail, having been sent west 
from his native Hamilton, Mo., to 
Colorado for his health, a fact no 
interviewer would guess about this 
robust man today. 

Mr. Penney remembered that in 
1912, when the store chain’s offices 
were being moved from Salt Lake 
City to New York City—although 
most of its business still is west of 
the Mississippi—he applied to two 
large life insurance companies 
headquartered in New York City 
for policies of $100,000 each on 
himself. 

“IT was amazed,” he recalled, “to 
find that because of a large-heart 
condition they turned me down for 
the full amount, but they each let 
me have half the amount I asked 
for and rated me up by ten years.” 

“However,” the young old man 
continued, and without a trace of 
bitterness, ‘I didn’t let this alarm 
me. In fact, it had the opposite 
effect, for I resolved to overcome it. 
I bought two horses and early every 
morning I went riding in Central 
Park, using one horse one day and 
the other the next. 

“That had a great deal to do with 
my condition improving in a few 
years. Consequently, I was able to 
remove that condition in my life 
insurance policies. My heart and 
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my liver seemed to be all right, and 
the companies gave me my insur- 
ance at standard rates.” 

Mr. Penney paused in his narra- 
tive, seeming to savor the memory 
of the horses, the great park in 
New York dating back to the 
1850’s, and of the personal triumph 
of establishing a regimen in those 
pre-World War I days that led to 
greater health and a chance to show 
the big city’s underwriters he was 
from Missouri. In fact— 

“T became one of the happiest in- 
sured men in the country, and had 
$5,000,000 on my own life,” Mr. 
Penney declared. 

How his ownership of life insur- 
ance stood him in good stead, how 
it performed one of its many “liv- 
ing benefit” functions was then 
told by this deeply religious man, 
a man who has learned to roll 
with the punches. 

In 1929 Mr. Penney was worth 
$40,000,000, he recalled. Then came 
the Depression, spelled with a cap- 
ital D. The fruits of a few decades 
of toil were swept away in a few 
months, including all of the found- 
er’s stock in the J. C. Penney Com- 
pany. Mr. Penney found himself in 
a sanatarium at Battle Creek, 
Mich., a physical and a nervous 
wreck. The year was 1931. 


Failure at 56 


“T wrote farewell letters to my 
family one night,’ he recalled. 
“Then I waited for the end—a fail- 
ure at the age of 56. I thought the 
whole world was against me. The 
next morning I heard the sound of 
singing. It was a hymn. It came 
from a prayer meeting that a group 
of patients were holding. The title 
of that song I will never forget, 
‘God Will Take You.’ 
Wearily I joined the worshippers. 


Care of 


“I prayed for God to take care 
of me, and an amazing thing hap- 
pened. Suddenly [ knew that He 
would. Release came; the heavy 
weight of worry and frustration 
seemed lifted. It proved to be the 
turning point in my life.” 

The “beaten man” took new 
spirit, new heart, and 
turned to his family in the East. 
He and his wife sent their children 
to live with their grandmother in 
Arizona and shifted from a ser- 


soon re- 


vants-and-mansion style of living to 
cramped quarters and life without 
a car. For the first time in his life 
he accepted a salary from the Pen- 
ney Company, now that his stock 
holdings were gone. 

The years that followed were not 
easy, but they were made tenable 
by some material as well as some 
spiritual values Mr. Penney had 
established in times gone by. One 
of these was life insurance. He 
took the cash-surrender values on 
a large part of the life insurance 
he had built up over the years. 

“That was a necessity,” Mr. Pen- 
ney quickly added, explaining that 
his recommendation of life insur- 
ance stood firm and that this act 
tended to demonstrate the flexibil- 
ity of life insurance. 


Group Plan for Managers 


The Golden Rule expounder—he 
even called his first shop the Golden 
Rule Store—said that his company 
carries a group policy for its store 
managers throughout the country. 
Managers are encouraged to carry 





various amounts between $10,000 
and $30,000 under the plan, and 
Mr. Penney added that he encour- 
ages Penney executives to own all 
the life insurance they can afford. 
Besides, he talks up life insurance 
to the managers of his prize-cattle 
farms in Missouri, a place in which 
he takes great pride, as attested by 
the pictures of winners he has on 
his office walls in New York. 

Through at 83? Not Mr. Penney. 
He may have relinquished the Pen- 
ney Company chairmanship last 
April, but he still helps to set pol- 
icy, still collects honorary degrees 
(he has more than a dozen) and 
other honors, and, for an idea of 
his youthful outlook on life and 
willingness to change, look at this 
recent AP item: 

“WESTPORT, Conn., June 26— 
One of the largest real estate trans- 
actions here in recent years will be 
consummated Monday when J. C. 
Penney takes title to the estate of 
Mrs. James H. Hayes. The sale 
price was reported to be 
$160,000. Ete.” 

And Mrs. Penney a few weeks 
later had her picture in the papers 
when she was elected to the board 
of directors of the Young Women’s 
Christian Association. 


about 








From a Newspaper 
Columnist 


Eugene Anderson, in “Around the 
Circle," Macon, Ga., Telegraph, May 
15, 1958 

IFE Insurance. It has become 
highly valuable to us and 
those for whose welfare we «are 
responsible. We can now insure 
against almost anything and 
everything. And the beauty about 
it is that we won’t have to die to 
get the money.... 

The various kinds of insurance, 
and the laws governing them, have 
done more to restore burned prop- 
erty and to prevent human suffer- 
ing than any other one custom our 
civilization has developed. 

But a few stories like the fol- 
lowing have developed: A young 
couple had just married, and the 
insurance agent went hurriedly to 
the groom and said, “Now, since 
you and Miss Jones have married, 
I want to write you some insur- 
ance on your life.” The young 
man seemed surprised, and _ re- 
plied, “She ain’t dangerous.” 


From a Minister's 
Sermon 


Extract from "The Crimes of Careless 
People" by the Rev. J. L. Gordon, 
D. D., Winnipeg, Canada 


NE of the greatest crimes of 
O which I know is the crime of 
bringing a family into existence 
and then failing to make proper 
provision for its members. If I 
were not a preacher, I would be an 
insurance agent. I have heard men 
joke about life insurance, but life 
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in Print 


From several published sources, we have gathered 


statements about faith in insurance—in its benefits, 


nomic structure. 


insurance is not a joke. I have, in 
the line of my profession, visited 
sorrow-stricken homes, and across 
the door of one J have seen writ- 
ten, in glittering sunbeams, the 
words “Provided for,” and across 
the door of another I thought I 
could trace, in bitter tears, the 
words, “Not Provided For.’ Oh, 
what suggestions of debt, doubt, 
distress, uncertainty, anxiety, and 
gloom! I said to a woman, whose 
husband was dying. “Suppose he 
should die?” and she answered, 
“Our home is almost paid for, and 
we have an insurance policy.” 

A marriage license and an in- 
surance policy ought to go _ to- 
gether. I carry every dollar’s 
worth of insurance which my in- 
come will permit. The handsomest 
compliment which a poor man can 
pay to his wife is wrapped up in 
an insurance policy, the payments 
of which are kept up. The preach- 
er who said he had no time to 
waste on book agents or insurance 
men was doing his best, unwit- 


in its people, and in its support for our nation's eco- 


tingly, to insult the two advance 
agents of an advancing civiliza- 
tion. Literature means _intelli- 
gence, Insurance means stability, 
permanence and security. 

There are three things which a 
dying man ought to know when he 
is dying. He ought to know that he 
is at peace with God. He ought to 
have the satisfaction of knowing 
that he has accomplished some- 
thing for humanity. He ought to 
know that his loved ones are pro- 
vided for, to the best of his ability. 

Within the realm of human 
need, comfort, foresight and kind 
provision for loved ones, insur- 
ance is the most practical form 
of applied Christianity of which 
I have any knowledge. A _ poor 
man’s best investment is an insur- 
ance policy. And that home pos- 
sesses one strong anchor at least, 
which can boast of such a docu- 
ment among its archives. 


“Confederation Life Bulletin" 
January, 1957 


From 
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From a Company 
Magazine 
By Theodore R. McKeldin, Governor of 
Maryland 

KNOW of no finer material gift 

that a father can give to his 
son in college, or about to enter 
college, than a life 
policy. 

The fact that it is purchased at 
a very favorable age, when the 
premiums are low, will be most 
appreciated by the young man in 
later years when he assumes the 
responsibility of rearing his own 
family and takes over the pay- 
ments on the insurance. 

The knowledge that he has a 
life insurance policy—a personal 
estate, so to speak—gives him a 
sense of responsibility and a sense 
of pride which is good for him. 

It is always possible that the 
accumulated borrowing privilege 
or cash value of the policy will 
prove most useful to him at a time 
when he is opening an office, start- 
ing a business,-or meeting some 
emergency in his life. An endow- 
ment policy, maturing at the 
proper time, may be just the start 
he needs for the building of his 
own home. 

Often when I hear a father say, 
“What can I give my boy? He has 
everything,” I ask him this: “How 
about an insurance policy?” 


insurance 


From the John Hancock Signature 
June, 1956 


From the Congressional 


Record 


By U. S. Senator Alexander Wiley, 
Wisconsin 


NE of the amazing and very 
O welcome phenomena of recent 
years in our country has been the 
tremendous growth of the life in- 
surance industry. 

I note that Mr. Holgar J. John- 
son, the president of the Institute 
of Life Insurance, has predicted 
that life insurance in this country 
will top three-quarters of a tril- 
lion dollars within eight years. 

Already 106 million policyhold- 
ers hold more than $412 billion of 
protection. Last year alone (1956) 
they bought $55 billion of life in- 
surance protection. 

The average amount of life in- 
surance owned per family last 
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year was $7,600. This is more than 
twice as much as 10 years before. 
Yet, in these high-cost-of-living 
days, it is essential that still more 
financial protection be provided 
for American families. 

When I was in college, I first 
learned the value of life insur- 
ance. I sold insurance in order to 
earn my way through school. | 
became completely enthused about 
the value of insurance, just as | 
am today. 

Everything I have seen and 
learned since then has confirmed 
my faith in the merits of insur- 
ance for our people. Today, life 
insurance is doubly essential for 
every American. The industry’s 
investments have become a_ bul- 
wark of our overall free economy, 
as well. . ... 

As I have indicated, I am sold 
on life insurance. I believe in it 
just as I did back in my days at 
the University of Wisconsin and 
the University of Michigan. There 
is no quicker way for a young 
man, just beginning his family 
life, to build up an estate than to 
invest in life insurance. 

Of course, American 
should have liquid reserves in the 
form of dollars in the savings 
bank or the savings and loan asso- 
ciation or the equivalent. But life 
insurance constitutes the mini- 
mum essential protection which no 
American should be without. 


every 


Every American should become 
familiar with the value of living 
insurance—the value of matured 
endowments, for example, or an- 
nuity payments, disability pay- 
ments, and policy dividends. 

All in all, the 414,000 persons 
employed in life insurance in our 
country are vital personnel on the 
American scene. 

Of that number, the 195,900 
agents, particularly, are part and 
parcel of the America of 1957 and 
of the future. 

The 1,444 United States legal- 
reserve life companies play an in- 
creasingly important role in our 
entire economic structure. Stock 
companies incidentally comprise 
86 per cent of the total number. 
Mutual companies hold 63 per cent 
of the total insurance in force. 

To the United States insurance 
industry, America looks for con- 
tinued growth and service. 


From a Bank Officer 


Article from Montclair, N. J., Times, 
May 15, 1958 


By Walter J. McLaren, Trust Officer, 
National Newark & Essex Banking Co. 

IFE insurance is the most adapt- 
| able form of property for use 
in rounding out an estate plan. It 
is usual to find that there are wide 
gaps between the minimum income 
requirements of a family and the 
amount of income which will be 
produced by the other assets in an 
estate. It is possible to fill these 
gaps by a systematic savings plan, 
but if the goal is not reached be- 
cause of death prior to completion, 
the estate plan will fall short of its 
objectives. Life insurance com- 
bines a savings plan with a guar 
antee of an estate value. 

There are many forms of policies 
offered by the life insurance com- 
panies, each of which is designed to 
meet some need in an estate plan 
whether the need be for education 
of children, retirement or some 
other purpose. Basically, the pri- 
mary purpose of life insurance is 
to provide a guaranteed 
value, with the secondary purpose 
of providing for lifetime benefits. 


estate 


For Young People 


It is almost axiomatic in life in- 
surance that the greater the living 
benefit, the greater is the cost of 
estate values, and the greater the 
cost, the less estate value of insur- 
ance which can be purchased. 

It is natural with younger men 
to accept their responsibilities 
lightly, and especially is the thought 
of death and its consequences to 
their families far removed from 
their minds. The heavy demands 
upon the income of young marrieé 
couples too often make it impos- 
sible for them to set up a proper 
life insurance program, and this 
often influences them to purchase 
policies with either limited pay- 
ments or with savings plans in- 
cluded. 

While there is nothing that can 
be said against these types of poli- 
cies, it is my belief that greater 
estate protection should be pur- 
chased with the insurance premium 
dollar. However, as with the skunk 
who said he would rather stink 
than not smell at all, I believe that 

Continued on page 95 
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“What They Say— 


Everywhere 


FRED WARING 

Orchestra Leader of 

“Pennsylvanians” 

To me, life insurance is a com- 
mon-sense necessity of benefit to 
both young and old. Either as a 
means of investment and saving, 
or as a means of accepting one’s 
responsibilities in full, life insur- 
ance is as necessary as other fun- 
damental needs of present-day 
living. 


R. H. DeMOTT 

President, SKF Industries 

Now, more than ever, it is nec- 
essary that we strive to maintain 
those traits of character and the 
simple virtues implicit in the 
“American Way.” 

These are individual 
individual enterprise 
vidual responsibility. 

There can be no doublt that in- 
dividual responsibility implies a 
sound life insurance program. 
From the beginning, Americans 
were guided by the principle that 
each would provide for himself, 
and for his own. He who accepts 
his responsibilities will surely be 
found among those subscribing to 
life insurance. 


freedom, 
and __indi- 


WALTER BRENNAN 
Star of “The Real McCoys" 

We might look to the young peo- 
ple to see the importance of life 
insurance today. Years ago, they 
never gave insurance much 
thought. Payments, dividends, poli- 
cies, etc., were just a lot of mumbo 
jumbo to them. It was a subject 
for their fathers. They put off 
thinking about insurance until they 
too had reached middle age. 

But today, everything has 
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From almost everybody in nearly all 


walks of life, The Spectator gathers 


its annual crop 


changed. Most young couples plan- 
ning marriage make insurance plan- 
ning their first project when mar- 
ried. They consider it a necessary 


—but natural—step to take. Few 
of them ponder the benefits of in- 
surance and why they should buy 
it. Even fewer worry about wheth- 
er they can afford it. Insurance to 
young people is something they 
must find money for. The security 
that insurance offers is perhaps the 


of endorsements. 


strongest pull for young people. 
They know that it is the only way 
to lay the proper foundation for a 
successful marriage, home and 
family. 


ST. JOHN TERRELL 

Producer of Music Circus 

Lambertville, N. J. 

Annuities always have been the 
most popular form of life insurance 
in the theatre. Show people probably 
feel themselves inadequate to ap- 
praise investments and would pre- 
fer to pool their resources and al- 
low the professional investors in in- 
surance companies to take care of 
their savings. 

What we’re all afraid of, pro- 
ducers and performers alike, are 
the mercurial peaks and depressions 
of show business. And performers 
—lI was in that part too for a while 
—also worry about the day when 
they can perform no more. The in- 
surance industry has certainly pro- 
vided stage people with their best 
answer to that fear of tomorrow. 
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DAVIS CUNNINGHAM 

Opera, TV and Concert Star 

I can buy the future for a pre- 
mium—that’s what I like about in- 
surance. For a small down payment 
right now, I can reserve a seat for 
the great performance that lies 
ahead. 

No matter what happens, I can, 
through insurance, be certain that 
my finances won’t keep me from 
enjoying those days ahead. My en- 
dowment policies will take care of 
me when that “future” comes, and 
property insurance will stand by to 
prevent the effects of any catastro- 
phe that might wipe out my finan- 
cial stability. 

Therefore, whenever I can, I will 
expand the benefits due to me 
through my life policies. For in 
that way, insurance offers me a 
chance to expand my future, just 
as the future of opera is being 
expanded by the enjoyment of per- 
formances on television. 

For my part, the show couldn’t 
go on without insurance. 


CANDY JONES CONOVER 
Head of the Conover School 
Ask any mother why insurance 
very important and _ she'll 
probably point to her children as 
the answer. Her children, her home 
and her family are her most im- 
portant possessions. She molds 
their lives, fills their needs and pre- 
pares them for life. Perhaps the 
most important thing she can do 
for them is to make their futures 
as secure as possible. 


is sO 


By making sure, through life in- 
surance, that the family is pre- 
pared for any occurrence, she gives 
her children the best security. 
Without insurance, the family 
gropes for security with little suc- 
Nest eggs have a way of 
dwindling; the family bank account 


cess. 
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is taken for immediate projects and 
rarely can she find extra pennies 
to save from her weekly budget. 
Insurance planning is not only the 
answer, but is the best solution for 
her. 


EDWARD FIELDS 

President of Edward Fields, Inc. 

designers of custom-made rugs and 

carpets 

As a family man and a corpora- 
tion president, I have been for 
many years aware of the numer- 
ous benefits inherent in both life 
and property insurance. Life in- 
surance is, of course, a requisite 
for the family man, with the valu- 
able financial protection and 
peace of mind that it offers. In 
addition, life insurance funds, in 
many instances, provide the foun- 
dation for a college education. 


For the business man with vi- 
sion, whether he be in retailing, 
manufacturing or heavy industry, 
property insurance is a “must.” 
The entire field of insurance has 
been a strong and constructive 
force in the growth of our coun- 
try. 


GUY LOMBARDO 

Orchestra Leader 

I have heard it said by some un- 
thinking persons that people in 
high income brackets do not need 
life insurance because their other 
investments amply provide for the 
future of their loved ones. I can 
honestly say that life insurance 
has been my first concern and my 
first investment. Naturally I have 
invested in other fields, too, but 
not before making sure that my 
family and loved ones were com- 
fortably taken care of by my in- 
surance. I believe our national 
prosperity depends in good part 
upon the manner in which we in- 
sure that after we—the wage earn- 
ers—pass on, the ones we leave be- 
hind will be well provided for. 


AUSTIN SMITH, M.D. 
Author 


One of the advantages of living 
in a free country is the right to 
prepare for the future as each man 
and woman sees fit. However, this 
preparation carries with it re- 
sponsibilities which must be met 
by the wage earner if he is to keep 


himself and his family from be- 
coming destitute when financial 
crisis occurs. Loss of life can pre- 
cipitate such a crisis for those who 
do not have resources on which to 
draw. The man who prepares for 
the future by securing adequate 
life insurance is obviously willing 
to meet his full share of respon- 
sibilities. At the same time he is 
aiding in the preservation of 
individual and family freedom—a 
fact which sometimes is overlooked. 


EDDIE V. RICKENBACKER 


President, Eastern Airlines 


Life insurance, in my opinion, 
has always been an absolute ne- 
cessity for the American family 
and its members. In fact, it con- 
tributes to the American family— 
as much as to the American home 
—in frugality, stability and se- 
curity. 

Life insurance should start with 
all teen-age youth and should be 
promoted and inspired by the par- 
ents in order to instill in their chil- 
dren while they are still young, the 
value of ‘a penny saved is a penny 
earned” to the maintenance of a 
life insuranee policy. In this way, 
the burdens of illness, accidents 
and old age are guaranteed pro- 
tection. 


DR. CARLTON FREDERICKS 


Nutritionist and Radio Commentator 


Though my special field is nutri- 
tion, I am well aware that man does 


not live by bread alone. Any think- 
ing person must also realize that as 
the Biblical sage puts it: “Time 
and chance happen to all men.” 
Consequently, to augment and but- 
tress my own endeavors to provide 

Continued on page 34 
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What They Say— 
Everywhere 


Continued from page 33 


for and protect my family and my- 
self against the unforeseeable, I 
carry about as much insurance as I 
can. 


TERESA BREWER 

Coral Records Recording Star and 

TV Singer 

When my husband and I look 
at our three little girls, we fully 
know the meaning and value of 
life insurance. Though Kathy, 5, 
Susan, 4, and Megan, 114, are too 
young to realize it, their happy, 
smiling faces are in great part 
due to the sense of security that 
we impart to them. The feeling 
of well-being that we, as parents 
who have invested in life insur- 
ance have, is reflected in their 
eyes. That reason alone makes my 
husband and I firm believers in 
life insurance. To us, life insur- 
ance rates the number one _ spot 
in life’s “Hit Parade.” 


JULES SYRKIN 


President, Lock-Rite Structures, Inc. 


A home and a garage are major 
investments for the average fam- 
ily. They are usually the result of 
long years of saving and planning. 
We recommend to the purchasers 


of our prefabricated structures 
that they protect their expendi- 
tures with insurance. The home ig 
vital to healthy family life, ana 
insurance is vital to the home 
buyer. The home building industry 
has always been a great advocate 
of and benefactor from insurance 
protection. 


DAVID O. ALBER 

President, David O. 

Alber Associates, Inc. 

Life insurance for the family 
man serves a function of tremen- 
dous importance in many ways. It 
is the instrument that can provide 
funds for education of the chil- 
dren and guarantee economic pro- 
tection for the family. 

The elasticity of life insurance 
is evidenced by its significant cash 
values and loan provisions, which 
can supply needed assistance. 

The significance of life insur- 
ance should be instilled in the 
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youth of the family. They too 
should learn of its far-reaching 
importance so they can explore 
insurance investments for them- 
selves at an earlier age. 

I endorse life insurance as a 
fundamental requirement for the 
American family. 


JOHN L. McCAFFREY 

President, International Harvester 

Corp. 

My belief in the value of life 
insurance is based on two major 
considerations. First, I am for any 
program which encourages people 
to provide for themselves rather 
than look to some other person or 
agency—and life insurance does 
that. Second, I am sure that if we 
are to make progress, the habit of 
saving must be practised, in the 
future as in the past, and life in- 
surance is one of the finest ways to 
save. 


DENISE LOR 
TV and Recording Star 
As a mother of two children, I 
cannot stress too highly the impor- 


tance of insurance in our lives. 
Through insurance, my husband 
and I are safeguarding the future 
for our children. We know that 
when they come of age, the funds 
will be available to enable them to 
fulfill themselves, educationally and 
in other ways. Meanwhile, insur- 
ance guards us and our possessions 
against the unexpected. The feel- 
ing of security that one gets with 
insurance is something that can’t 
be evaluated solely in terms of dol- 
lars and cents. 


SPRING BYINGTON 
Star of CBS-TV's "December Bride" 


On television I portray.a widow 
named “Lily Ruskin.” At the in- 


sistence of her daughter and son- 
in-law, Lily lives with them. 
Though money and security as 
such are never discussed on the 
show as far as Lily’s assets are 
concerned, any fairly steady 
viewer soon realizes that Lily is 
financially independent of the 
children. If and when such a 
thought strikes a viewer, it should 
come as no surprise, for it is com- 
mon practice in America today 
for older women, and certainly 
younger women with children to 
bring up, to be protected by their 
husbands through the wonderful 
opportunity and investment that 
is life insurance, an opportunity 
available to every responsible 
family man in the country. 

Through life insurance, a widow 
can raise her children and give 
them an education without undue 
hardship, as well as arrange for 
her own advanced years. Of 
course, before it becomes neces- 
sary for the value of any policy 
to be paid, life insurance allows 
a family to forge ahead without 
fear of insecurity. 

What other investment offers so 
much for so little? 


GOGI GRANT 


Recording and TV singing star 


Show business being the unpre- 
dictable profession it is, life in- 
surance is an absolute necessity 
to protect the performer and his 
or her family from “hard knocks.” 
Although I am currently “sitting 
on top of the world,” I am invest- 
ing a large part of my income in 
life insurance so that my family 
may avoid the insecurity that fre- 
quently follows the demise of the 
breadwinner. Any thinking mem- 
ber of the entertainment world 
would do the same. 


MRS. GERTRUDE BERG 
The Original “Molly Goldberg" 


I have long believed and stressed 
to my family, relatives and wide 
circle of friends that life insurance 
is a key requisite to the family and 
the American economy. The bene- 
fits of insurance are realized in 
many ways. It is important to in- 
sure funds for college education for 
our children. And as a mother and 
grandmother, I have recognized the 

Continued on page 37 
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This LIFE’S worth living 


There are some producers who become so en- 
thusiastic over the attractive features of The 
Travelers guaranteed cost life insurance they 
don’t just sell it, they live it. And a profitable 
life it is, too. 


Why don’t you find out — just as so many brok- 
ers have — what The Travelers offers you. 


You’ll discover that guaranteed cost is a power- 
ful point. You can quote, precisely, the cost of 
the policy for any given number of years. The 
same with benefits. 


We know this type of insurance is popular. More 


ONE OF THE LEADING LIFE INSURANCE COMPANIES 


THE TRAVELERS 


HARTFORD 15, CONNECTICUT 


and it’s guaranteed 


than $21.7 billions of Travelers life insurance 
in force proves it. 


Too, The Travelers heralds contracts and serv- 
ices through a steady procession of full-page 
advertisements in leading publications . . . ads 
that help pre-sell. 


A Travelers brokerage man is ready to help you 
develop life business — at a moment’s notice. Of 
course, you receive full commissions. 


Call your Travelers brokerage man today. He’s 
at the nearest branch office or general agency. Or 
send coupon for information on how Travelers 
life insurance can make life really worth living. 


The Travelers, Life Agency Department, Hartford 15, Connecticut 


I’m interested in writing Life Insurance with The Travelers. Please 


have your nearest brokerage manager get in touch with me. 
NAME 
ADDRESS 


CITY & STATE 
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THE MAN FROM 
MUTUAL BENEFIT LIFE 
GETS THE BEST 


Whatever his profession, today’s specialist 
depends more and more upon new and better 
tools of his trade. The life insurance agent, 
for instance, needs increasingly specialized 
training and tools to diagnose a client’s needs 
and plan his future protection. 

The Mutual Benefit Life man not only 
enjoys the unique advantage of offering 
Mutua! Benefit Life’s famed True Security 
—he also works with the most comprehen- 
sive sales aids in the life insurance field. 

For example, Mutual Benefit Life provides 
him with: 

Audio-visual presentations, each thor- 
oughly sales-tested before he gets them. 
Merchandising and educational material 
such as the following, designed to reach 
the most lucrative individual prospects: 
a. SELECTIVE GROUP MERCHANDISING — 
An advanced prospecting and selling con- 
cept for intimate contact with the business 
and professional leaders of today—and 
tomorrow. 


b. MEDICAL FIELD KIT AND “MD” PLAN— 

Complete guides to the monied medical 

market. 

c. SELECTIVE INCENTIVE PLAN— 

Brand new packaging of a dynamic selling 

idea to meet the needs of many businesses 

which find usual employee benefit plans 

inadequate. 
Modern selling aids such as these assure 
the Mutual Benefit Life man of a more 
productive, and rewarding career—a more 
predictable and comfortable future. They 
promote TRUE SECURITY not only for 
his clients, but for his family and himself. 


MUTUAL BENEFIT 


The [| FF Insurance Company 
for TRUE SECURITY 


f 


THE MUTUAL BENEFIT LIFE INSURANCE COMPANY, NEWARK NEW JERSEY 
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value of life insurance as a force to 
gain family security and peace of 
mind. 

Life insurance, too, contributes 
to an important degree towards the 
community’s welfare and the na- 
tion’s strength. It is life insurance 
that enables dependents to forge 
ahead without carrying additional 
burdens. I believe that, wherever 
possible, the family should seek as 
much protection as it can afford. 


BOB HOPE 
NBC-TV and Motion Picture Star 


Well, here I am, talking about 
insurance. That’s like Crosby talk- 
ing about a low golf score. We’re 
not authorities on the respective 
subjects, but enjoy having them. 


This much I do know, though. 
Without life insurance, people in 
show business would find it a much 
shakier proposition than it already 
is. You can be way up there one 
day and a has-been the next. The 


best way for the young actor, 
singer or comedian-—and this goes 
for anyone in any field—to build 
his future is to first eliminate 
financial worry. 


M. R. SULLIVAN 


President, 
Pacific Telephone & Telegraph 


I believe that the most effective 
endorsement of life insurance is 
to be found in the acceptance it 
has won from people in every 
walk of life. I am glad to add my 
own word of belief in it. 

For the individual it is one sure 
way to create an estate. And only 
after he has established an estate 
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on the sure and solid basis that 
only life insurance can provide, 
does he become free to take on the 
more speculative and venturesome 
opportunities that may (or may 
not) lead to large fortune. 

For the nation’s economy under 
free enterprise, life insurance 
serves as the one sure way of pro- 
viding a large and continuous flow 
of capital funds required to keep 
the productive capacity of the 
country at high level. 


JAMES A. FARLEY 

Director, Coca-Cola Export Corp. 

It is my personal opinion that 
life insurance is a necessity for 
every man. Particularly necessary 
is the ownership of adequate pro- 
tection for men who have assumed 
the obligations of family head and 
protector. I have always carried 
as much life insurance as my fi- 
nancial position would permit and 
earnestly advised the same course 
to others. 


ROBERT C. WEEMS, JR. 

Dean, Business Administration 

University of Nevada 

Life insurance is as American as 
the spirit of free enterprise. In 
fact, life insurance makes possible 
our participation in the free enter- 
prise system to the fullest. Through 
life insurance, an individual for a 
very modest sum may take care of 
his financial obligations toward his 
family’s future, and also provide 
security for his creditors. 

This type of action frees a con- 
siderable amount of personal sav- 
ings which can then be used toward 
the building and growth of his own 
business. Thus his participation in 
our free enterprise system is en- 
hanced considerably through the 
medium of life insurance. Few 
financial commitments pay such 
outstanding individual and_ social 
benefits on both a local and national 
level as life insurance. 


ROSS D. SIRAGUSA 


President, Admiral Corporation 


Life insurance is one of the 
mainstays of the American home. 
No family and no_ individual 
should be without some form of 
life insurance on an adequate ba- 
sis to create security for loved 
ones for the years ahead. 


ELOISE ENGLISH 


Executive vice-president, Slenderella 

international 

I feel that life insurance is a 
basic institution of the American 
way of life. It fosters thrift dur- 
ing the productive years and pro- 
vides security when conditions 
warrant it. The mental security 
benefit of insurance is important. 
I travel a great deal and carry 
with me valuable jewels and furs. 
I always have the fullest coverage 
for my personal effects, and my 
mind is at ease knowing I am con- 
stantly protected against theft or 
loss. 

Life insurance offers hope, pro- 
tection, security and savings, im- 
portant musts for independence in 
later years. 


KURT E. BAUER 

President, Sanitized, S.A. 

Insurance is protection. It guar- 
antees that disaster or any eco- 
nomic loss does not have a per- 
manently unsavory effect on one’s 
personal life or business. I have 
found a scientifically planned in- 


surance program can cover every 
emergency and contingency. 
Knowing this gives me a great 
deal of comfort. 


ROBERT E. LEWIS 

President, Argus Cameras, Inc., 

Ann Arbor, Michigan 

Our business is camera manu- 
facturing and we are accustomed 
to the normal risks of that busi- 
ness. Logically, then, we believe 
that insurable risks should be 
underwritten by those in the in- 
surance business. 

No manufacturer should be 
without insurance coverage against 

Continued on page 38 
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all types of catastrophe losses. We 
would like, however, to see con- 
tinuing progress in the develop- 
ment of coverage on a_ broader 
basis such as in the manufacturer’s 
output type of policy, and to see 
the further extension of deductible 
forms of fire and other types of 


coverage. These logical develop- 
ments would be of great economic 
benefit to the insurance industry 
and to its customers. 


JEAN MARTIN 

Singing Star NBC-TV 

I have always considered life in- 
surance as extremely important 
since its benefits are many indeed. 
Funds set aside through life insur- 
ance have provided education for 
hundreds of thousands of our col- 


x... Home 


My 
HENRY 
Arranged ? 


“*“HOME’’ 


ONE OF THE GREATEST 
WORDS IN OUR LANGUAGE 


“HOME” 


means love, security, 


contentment, family and priceless 


memories of tears, laughter, 


friends and pets we have loved. 


“HOME’’— means children and 


dreams and heartaches . . . and 


prayers and bright frosty mornings 


IN FACT _ it is the one word 


thot almost universally means the 


Skies 


possession that must be preserved 


same toall men... 


and nights of sound sleep. 


a most precious 





Tonight when you go home again 
think of the protection you 
provide for this beloved place 
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Lite Insurance Company 


Founded 1909 
Houston, Texas 


Oh! there | is no place like 























Copyright MCMXLVII by Carl Fischer, Inc., New York 


lege students. Of greater import- 
ance, life insurance is the instru- 
ment which affords economic se- 
curity to the family when finan- 
cial assistance is most urgent. 

The values of insurance are mani- 
fested in other directions, too: in 
the event a policy loan is required; 
for their excellent cash values in 
time of need; for its beneficial im- 
pact upon society; and because it 
strengthens the family, the com- 
munity and the nation. I certainly 
endorse the outstanding purposes 
and the widespread importance of 
life insurance. 


RALPH J. CORDINER 


President, General Electric Co. 


Private life insurance companies 
provide security in the true Ameri- 
can way. Through voluntary 
decisions of individuals, millions 
of American families have received 
protection against shattering ad- 
versities. It is a comfort to me to 
know that General Electric em- 
ployees have chosen to participate 
in our group insurance plan to the 
extent of $1,250,000,000 of life 
insurance in force, and that in the 
past thirty years this protection 
has brought payments in excess of 
$45,000,000 to those in _ need. 
Doubtless through these benefits 
our employees have been persuaded 
to carry additional policies, as I 
have in my own case. 

With a picture like this in front 
of me, I cannot help but endorse 
both the principle and the system 
of American life insurance. 


WILLIAM S. PALEY 
Chairman of the Board 
Columbia Broadcasting System, Inc. 
It is part of our educational 
process that even good and obvious 
Continued on page 40 
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"i Sell Life Insurance but I Don’t Sell Alone!” 


SAYS ROBERT W. DUNSTAN, OF WARREN, OHIO AND THE CLEVELAND OFFICE—A LEADING AMERICAN UNITED PRODUCER 


“T believe that selling life insurance requires partnership. My home office “partners” —key personnel who back me in the field— 
are pictured in background of above photo. In front of desk, left to right 
Ralph Caldwell and Les Barlet. At desk, left to right: John Ulrey, Ralph 
‘The Company with the Partnership Philosophy’—a phi- Campbell and John Pearson, M.D. Right-hand group: Fred Letwin, 


“That's why I’m in business with American United, 


losophy that’s also shared with our policyholders. John Lauter, and Morris Conn. 
Phy I ) 


“Tm backed-up by enthusiastic, progressive specialists in 








all departments of the home office, and by my agency. They 
willingly work with me to solve my clients’ problems. 
“We have all forms of Life, Group and A& S. Every- 


thing that’s new! And, we have good tools to help me sell. 


yl Wask-taket-aMe er alaa-te 


tae ee ‘ ; - ae hoehNcEe COMPAI 
With this kind of partnership help, I do a better job of : =: 


selling and servicing for American United. The Company with the Partnership Philosophy 


“ >. 7 ! fe ed 1? 
It's a great company to buy from... and to sell for! 


AMERICAN UNITED LIFE INSURANCE COMPANY «© HOME OFFICE: INDIANAPOLIS, INDIANA 
ALL ORDINARY LIFE FORMS - FLEXIBLE OPTION NET COST SPE 


DISABILITY -GUARANTEED RENEWAE 
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LEROY COLLINS, 
Governor of Fiorida 

Naturally, I am a firm believer in insurance. It plays a vital 
role in the economy of our nation. It offers personal and, business 
security. It offers security against illness and sudden death. It 
offers security for advancing age and for our families after we 
have “crossed the bar.” 


GEORGE M. LEADER, 


Governor of Pennsylvania 

Insurance is every American’s personal plan for security 
achieved through voluntary initiative and sacrifice. It has be- 
come an indispensable element in the consideration of the aver- 
age citizen’s action to establish for himself and for his family 
financial independence from future economic and social hazards. 

Insurance is a primary form of protection for his loved ones, 
his home, his profession, and for his business; it is the fruitful 
result of a man’s cultivation of the good habits of self-resourceful- 
ness and saving. Insurance is every man’s guarantee of the con- 
tinuance of his family’s welfare beyond the span of his own life- 
time. 

The voluntary investment of our fellow Americans in various 
insurance policies contributes strongly to the economic well-being 
of the community, the progressive growth of industry, and the im- 
provement of the national standard of living. Our Nation has 
grown great because of the unbounded confidence Americans 
share in the future and the confidence we all have in our own 
future because of our provident action in the present to plan and 
meet the unforeseen exigencies with which the passage of time 
confronts both the lives of a person and a nation. 

I consider insurance a necessary voluntary supplement to public 
social security conceived and sustained by every prudent Amer- 
ican for his family’s peace of mind. 
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things must be repeated and 
reiterated over and over. The need 
affd value of Life Insurance is no 
exception. 

I can testify to it personally. I 
would recommend it to each 
individual according to his needs 
and financial ability, and for men 
and women and for the young and 
the old. 

Never should the availability of 
Government security programs, 
good and necessary as they are, be 
considered an adequate or complete 
substitute for private and personal 
coverage, even though such cover- 
age sometimes involves a temporary 
sacrifice of more immediate de- 
sires. 


THOMAS E. BRANIFF 
President, Braniff Airways 


When a man marries, the best 
evidence of his sense of responsi- 
bility to his family and to society 
is a life insurance policy. He should 
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premium. 


Reproduced through the courtesy 


because all new arrivals in the family are protected 
automatically with Life and Casualty’s Family Protec- 


Life and Casualty’s Family Protection Plan is the ideal 
solution for the young family who needs a low cost 
starter for their family insurance program, as well as 
for the established family who truly needs extra pro- 
tection on each family member. 


The Family Protection Plan is designed especially to 
meet the protection needs of each member of the fam- 
ily, and provides needed insurance on all family mem- 
bers with one policy and one 


Life and Casualty writes the 
Family Protection Plan in the 
Weekly Premium and Ordinary 
Departments. 










of Box Cards, Inc 


Life Insurance in Force 
Over $1,500,000,000. 
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add to the amount of his insur- 
ance as rapidly as his responsibili- 
ties accumulate and his means 
permit. As the years go by, he will 
realize that his life insurance has 
not only contributed to his own 
personal satisfaction for a duty 
well performed, but the accumula- 
tions represented by its loan and 
cash-surrender values are im- 
portant sources of recourse in 
times of financial stress. Life in- 
surance should be a “must” in 
every man’s life. 


KATE SMITH 

Recording and radio singing star 

One way to insure a contented 
way of life is to first insure the 
tangible articles of life surround- 
ing man every day. The average 
man finds insurance the _ best 
method to approach the desired 
status of security for his family. 
Fortunately, he is able to select 
and choose from the many plans 
offered, those which suit his needs 
best. This availability of choice is 
further proof of the validity of 
the insurance program. 


WALLACE F. BENNETT 
U.S. Senator, Utah 


I bought my first life insurance 
policy as soon as I had my first 
steady job and I have encouraged 
my children to do the same. I con- 
sider life insurance a completely 
essential foundation for any in- 
vestment program as well as a 
necessary protection for a man’s 
family. 


KARL E. MUNDT 

U. S. Senator, South Dakota 

Life insurance provides protec- 
tion for loved ones during the pro- 
ductive years and safeguards the 
home in old age by securing the 
bereft against misfortune. As a 
means of investment, it encourages 
thrift. 


HENRY DWORSHAK 

U. S. Senator, Idaho 

It is my belief that the funda- 
mental desire for security can 
most nearly be satisfied through 
the wise use of life insurance. It 
appears to me that one of the few 
stabilizing factors remaining in 
our social life today is that of life 
insurance. 
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AVERELL HARRIMAN, 


Governor of New York 


With its great impact upon the economic and social life of our 
State and our Nation, I am happy and proud that the insurance 
industry is centered in the State of New York. 

The security of the American home and the faith of our people 
in their future are to a considerable extent based on the fact that 
their investments in insurance policies provide them with finan- 


cial protection against misfortune. 


The insurance industry, one of the largest in our nation, makes 
an even greater contribution to the health and vigor of our na- 
tional economy through its services to our individual citizens. 





HAROLD W. HANDLEY 

Governor, Indiana 

The insurance profession is 
greatly respected for its skills and 
its services. I am happy to express 
my appreciation of the multiple 
functions it fulfills. 

To the overwhelming majority of 
Americans, insurance has become 
more than a hedge against mis- 
chance or adversity. Today it also 
is frequently a preferred form of 
investment, and thus it performs 
a dual function for policy-holders. 





I have high regard, moreover, 
for the accumulated funds of insur- 
ance operations as a decisive factor 
in the progressive development of 
our national economy. Investment 
capital is necessary not only for 
the government, but for the ex- 
pansion of private plant facilities, 
for home building and for farm 
improvement, and for all sorts of 
worthwhile uses as our country 
continues to move forward. 


MARVIN GRIFFIN 

Governor of Georgia 

It is a genuine pleasure for me to 
give you my hearty endorsement of 
insurance and to assure you that 
we appreciate the value of insur- 
ance for personal security and for 
the large investments made in 


Georgia by insurance companies. 
In our state we have many local 
companies which have enjoyed re- 
markable growth and we also have 
represented here virtually all of 
the big companies of the country 
serving the insurance field. 

We can attribute much of our 
building activity, which has been 
phenomenal in recent years, to the 
cooperation of the insurance com- 
panies which have placed invest- 
ments here. 

Income of Georgia citizens an- 
nually is now approaching the 
$500,000,000 mark—half a BIL- 
LION dollars. 

At the present time Georgians 
have upwards of $6,000,000,000 
(Six Billion Dollars) of life insur- 
ance in force. 

Let me wish for you continued 
success in your promotion of the 
movement to inform all our citi- 
zens in this country about the value 
and the necessity of carrying in- 
surance. 


STEVE McNICHOLS 


Governor, Colorado 


With its great impact upon the 
economic and social life of our 
State, and indeed, of our Nation, 
I am happy and proud to give you 
my hearty endorsement of insur- 
ance and to reassure you of our 
appreciation for the personal secur- 
ity and for the large investments 
made by insurance companies in 
the great state of Colorado. 

In our State, we have many local 
companies which have enjoyed re- 
markable growth and we also have 
represented here virtually all of the 
large companies of the country 
serving the insurance field. 

We can attribute much of our 

Continued on page 42 
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building activity, which has been 
phenomenal in recent years, to the 
cooperation and the far sightedness 
of the insurance companies which 
have placed investments here. 

Permit me to wish for you con- 
tinued success in your promotion 
of the value of insurance. 


FRANK G. CLEMENT 

Governor, Tennessee 

The American insurance indus- 
try has grown to maturity among 
the people of the world during the 
last half-century, and with this 
maturing has come a greater sense 





of public and private responsibility. 
Yet it remains a surpassingly re- 
markable achievement — I never 
cease to be amazed by it—if not in- 
deed a unique one, that an intricate 
type of business, dominated by 
great national companies engaged 
in interstate commerce, could coop- 
eratively with 48 independent regu- 
lators bound only by voluntary 
agreement, develop sound and uni- 
form regulations. 

And there is no business which 
contributes more to the morale of 
our people, to the welfare of man- 
kind than those of you who are en- 
gaged honestly and conscientiously 
in a business where a man can 
work with the knowledge that 
his family has been cared for; 
where a man can work away from 
home and be secure in the knowl- 
edge that what is destroyed 
through carelessness can be rebuilt 
through the insurance that he’s 
got; where a man can get in 
an automobile with the know- 
ledge that there’s a certain inher- 
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ent danger there, that even if he 
does some physical violence unin- 
tentionally to another on the high- 
way, that there are insurance com- 
panies prepared to see that the one 
injured is cared for and that he is 
kept out of trouble; when one can 
look at any kind of operation and 
say, “There stand the insurance 
people between the man and his 
work.” 


JAMES E. FOLSOM 

Governor of Alabama 

I believe that the primary reason 
for my strong belief in insurance is 
that it offers protection and secu- 
rity to a group of people who would 
not be able to accumulate the means 
for this protection and security 
without the investment plan life 
insurance offers. 


HUBERT H. HUMPHREY 


U.S. Senator, Minnesota 


Peace, freedom, and security are 
three words that have taken on 
ever greater meaning in _ these 
perilous days. The attainment of 
each of these is the responsibility 
of every individual. Americans 
believe in peace and want it. 
Americans believe in freedom and 
will defend it at all costs. Thought- 
ful Americans believe in security. 

Insurance of all kinds—and life 
insurance in particular, has a 
direct relationship to security. It 
represents an investment for the 
present and the future. The 
benefits are primarily directed 
towards those most dear to one’s 
heart, the loved ones. A program of 
life insurance fosters those worthy 
habits of saving, planning, and 
investing. No single economic pro- 
gram has done more to protect and 
preserve the family than life in- 
surance. 


ORVAL E. FAUBUS 

Governor, Arkansas 

The business of insurance is an 
essential ingredient of our national 
economy. The various phases of 
commerce—finance, production, and 
distribution—depend in a large 
measure upon the security afforded 
by insurance, which, in turn, guar- 
antees normal and uninterrupted 
operation. 


The function of insurance is, 
principally, to substitute certainty 
for uncertainty—to distribute the 
loss that would normally fall upon 
one among members of a large 
group exposed to the same risk. 
It restores the insured to the ap- 
proximate economic position he 
held before the loss, and cushions 
the shock which always accom- 
panies any unfortunate or disas- 
trous event. 


HERSCHEL C. LOVELESS 


Governor, lowa 


The insurance industry occupies 
a vital and very special position in 
the American economy. Risks are 
an inherent feature of our every- 
day personal and business life. To 
the extent that these risks can be 
reduced to predictable, definite ele- 
ments of cost through the insur- 
ance principle, the financial stabil- 
ity of individuals and businesses 
can be enhanced. 





The availability of insurance for 
the users of our public highways 
has played a vital role in the 
development of this form of trans- 
portation. Without this form of 
protection, use of the public high- 
ways would subject individuals to 
financial risks which could prove 
disastrous in individual instances. 

Finally, I should like to note the 
fact that the purchase of certain 
types of insurance provides one of 
the most widespread forms of per- 
sonal saving. By means of regular 
premium payments, many millions 
of American family units are 
achieving financial security, while 
their savings are made available, 
directly and indirectly, to finance 
the growth of the American econ- 
omy, which, in the final analysis, 
is the only source of economic 
security for our people. 

Continued on page 44 
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State Mutuat’s New Client-Building Rider Provides Valuable Options for Purchase of 
Additional Coverage at Future Dates at Standard Rates Without Evidence of Insurability 





CAN LEAD TO AS MUCH AS $60,000 OF EXTRA SALES 





Here is a life insurance idea with sales power 
designed to help YOU capture a larger slice of a 
constantly growing younger age market (ages 0 
to 39). State Mutual Guaranteed Insurability 
Rider enables a policyholder to increase his 
coverage as needs and earnings grow regardless 
of any change in his health or occupation. Perfect 
for young doctors, interns, dentists, college stu- 


Mail coupon today for full information on 
State Mutual’s new Guaranteed Insurability 
Rider — designed to make life insurance 


easier to sell. 


STATE MUTUAL LIFE 
ASSURANCE COMPANY 


Home Office: Worcester, Massachusetts 
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dents, owners of small businesses, and young 
executives. A natural for juveniles. 


Puts broker in better position to sell basic policy 
and provides built-in sales opportunities when 
option dates arrive. Sets up a possible EXTRA 
sale every three years from ages 25 through 40. 
A DYNAMIC SALES TOOL for Brokers. 


MAIL COUPON NOW 





WORCESTER, MASSACHUSETTS 


\ 
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building Guaranteed Insurability Rider. 


Name 


STATE MUTUAL LIFE ASSURANCE COMPANY OF AMERICA 


Please send me full information on your new client- 





Company __ 








Street 


City ae 
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G. MENNEN WILLIAMS 
Governor, Michigan 
Insurance is a vast business, hav- 
ing a staggering amount of assets 
and a great yearly annual premium 
volume. The product in many forms 








Morgan A. Yates 
Cleveland 


Cleveland . . } 


enters every household and _ busi- 
ness in America. It has prospered 
because it meets in a variety of 
forms the need of security and the 
peace of mind that goes with it. 
A significant thing about the 
business is that countless millions 
of people have parted with and 
continue to part with their money 
in return for a slip of paper—a 
promise to perform. Faith is the 
keystone of the whole venture, 
based upon a record of perform- 
ance. If the record of the regu- 
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Paul M. Scherer, CLU 
Youngstown 


Youngstow 


lators is poor and that of the busi- 
ness is good, only half a job is 
done; if the record of the business 
is bad and that of the regulator is 
good, only half a job has been done. 
To preserve that faith and con- 
fidence in insurance as an institu- 
tion, the record of both must be 
good, and superior if possible. 

In few other businesses is the 
aspect of trusteeship so fully rec- 
ognized as in the insurance busi- 
ness. In the process of evolution 
insurance company executives and 
representatives have contributed 
their wisdom, diligence and know]- 
edge in aiding state government 
bodies to render a better service so 
that in the end the industry’s most 
valued treasure, public confidence, 
has been enhanced. 


ERNEST W. McFARLAND 


Governor, Arizona 
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EQUITABLE LIFE OF IOWA IN 


OHIO and KENTUCKY 


Together, these two states represent one of the 
nation’s greatest industrial areas. Morever, min- 
ing and agriculture and the breeding of some of 
the world’s finest horses contribute to the fame of 
the Buckeye and Blue Grass states. Similarly, 
these seven general agents and their agency 
associates contribute largely to the total 
volume of the Equitable Life of Iowa. 
We commend their efforts. 
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When I was a young man, I sold 
insurance and early learned how 
important it is to our American 
way of life. 

The men and women in America 
who are employed in the insurance 
industry are contributing greatly 
to that way of life. 


ABRAHAM RIBICOFF 
Governor, Connecticut 
Millions of Americans are for- 
tunate to enjoy the security which 
comes from the knowledge that 
their families are protected by 
life insurance. Life insurance 
makes possible the realization of 
family hopes even after the death 
of the head of the household. 
Through life insurance, homes 
can be kept together; children 
can pursue the education which 
Continued on page 46 
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BENEFIT ASSOCIATION 


OF RAILWAY EMPLOYEES 


Here’s the 


SHIFT ea 
with a LIFT be 


for every man on your team! | 


There’s a lift for your entire agency force ... when you 
shift to Benefit Association! Yes, you’ll feel it in the 
office morale. ..and see it in your earnings, too. Here’s 
what you can offer your team... when you make the 
SHIFT WITH A LIFT... to the Benefit Association: 


A Lift in Sales... 


with better values for policyholders in Life, S&A, 
and Hospitalization. 


A Lift in Earnings... 
with better commissions for your men... overwrite 
for the agency ... vested renewals. 


or Genera] Agents 


A Lift in Promotional Activity... and brokers P 
1 Too! 


with hard -hitting, fast- moving, home- office - 
planned promotion that sets the pace for 


leads and other prospecting methods. F U LL -~ CA R EB 


A Lift in Morale... Hospitaliz ti 

knowing that you’re offering a fresh, clean, sound With Sura; a ion 

line— with strong public acceptance and exciting Sin gical Benefit; 

new coverage soon to be announced. Sroups of 25-200 
Get All the Facts about opportunities with or without: 


for your agency. See how you can build 
bigger, faster, more profitably. Write anaes 
in complete confidence to ‘¢cident and 
Sickness disabilit 
JOHN H. LUMLEY © Medi y 
Executive Vice President ical Care 
Dept. 803 A * Dread disease 


* Group life 


* Other optional benefits 


” 


BENEFIT ASSOCIATION | 


of Railway Employees 


Established 1913 
Benefit Association Building ¢ Chicago 13, Illinois 
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What They Say— 


Everywhere 


Continued from page 44 


their parents planned for them. 
The shock of loss need not in- 
volve economic destitution as 
well. 

Connecticut has played an im- 
portant part in the growth of the 
life insurance industry and is 
proud to be the home state of 
many of our pioneer life insur- 
ance companies. 


J. HUGO ARONSON 


Governor, Montana 





Insurance has been a big item in 
my life as I have had insurance of 
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SOW 


nearly every variety including life, 
endowment, auto, liability and a 
host of business insurance policies 
in my trucking contracting busi- 
ness and as a small town bank 
president. I have also dealt with 
insurance in various forms as a 
State legislator and as Governor. 

In my opinion, it is something 
you can’t afford to be without. As 
a matter of fact, my philosophy of 
insurance can best be summed up 
by the fact that I bought my first 
policy about the same time as I 
learned the English language and 
I have added to this ever since. 


JOE FOSS 

Governor, South Dakota 

Life insurance is another one of 
the many privileges that are af- 
forded those of us who enjoy the 
American way of life. It is each 
man’s investment in the tomorrow 
for himself and loved ones. Like 
many of our privileges today, it 
should not be taken for granted, 
but should be regarded as a duty 
and a responsibility. 


VERNON W. THOMSON 


Governor, Wisconsin 


The comprehensive business of 
insurance touches nearly every 


The 














man, woman and child in our na- 
tion. 

The concern for loved ones ex- 
pressed through life insurance pro- 
grams and the provident planning 





for emergencies through insurance 
on property represent major ad- 
vances in assuring us a sound econ- 
omy and social structure. 

With the volume of insurance 
coverage developed to its present 
degree, the sufferings and hard- 
ships of families and loss of prop- 
erty of the policyholders are recom- 
pensed, at least financially, by a 
system of responsible insurance in- 
vestors and companies. In Wiscon- 
sin we have had the added assur- 
ance of meticulous examination of 
all insurance companies. 


~ 
Dalat 
JA 000 


& the new emblem of our company. 
es, \ In its symbolism is every tenet 


e 


\ upon which our business is built. 


.-. 
S ymbol of Living 
The Sower is symbolic of man’s unquenchable 
aspiration to bring into being a finer life for a nobler 
living. The figure especially symbolizes the just 
rewards which man builds for himself through a life 
filled with industry, thrift and wise management 


*... for whatsoever a man soweth, that shall he also reap.” 


m BANKERS LIFE OF NEBRASKA 


LINCOLN 
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FOSTER FURCOLO 


Governor, Massachusetts 


May I take this opportunity in 
The Spectator to extend my per- 
sonal best wishes and the greet- 
ings of the Commonwealth to the 
men and women in the field of 
insurance. 

Throughout our State and our 
country, the services you perform 





have a significance that is meas- 
ured in terms of the security, hap- 
piness, and protection that you 
help bring to millions of our citi- 
zens. 

Your achievements in the in- 
surance field throughout the years 
represent factors that have open- 
ed avenues of progress in our 
economy and added strength to 
our American way of life. 

I join with all in expressing 
every hope for continued success 
in all your future endeavors. 


THEODORE R. McKELDIN 

Governor, Maryland 

Insurance is a scientific device, 
designed both to build and to con- 
serve the estates of the people. 

The average citizen, with his 
time consumed in his daily tasks 
and his essential recreation and 
home life, is fortunate indeed to 
have working for him the many ex- 
perts in finance employed by the 
insurance companies in which he 
holds policies. 

A large part of his estate usually 
is accumulated through life insur- 
ance. 

Another important part of his 
estate—his home, its furnishings 
and his other worldly goods—is 
protected by fire insurance. 

Casualty insurance well may pro- 
tect his estate against other losses 
resulting from accidents or a vari- 
ety of possible causes. 

Continued on page 48 
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ATTRACTIVE 
JUVENILE 
CONTRACTS 


With his complete line of juvenile con- 
tracts, the LNL man can sell the Junior 
Estate Builder, educational endowments, or- 
dinary or limited pay life, endowment at 
65, short-term endowments, and _ single- 
premium life or endowment plans. These 
policies are issued from date of birth. The 
popular payor benefit is available even to 
substandard risks. 


This complete line of liberal juvenile 
contracts provides another reason for our 
proud claim that LNL is geared to help its 
field men. 






THE LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne, Indiana 


Its Name Indicates Its Character 














E. P. Higgins & Co. 


(Frank M. Speakman Associates) 


Bourse Building 


Consulting Actuaries 
Phila. 6, Pemma. 


Accountants 








These Monthly Letters Are 
Imprinted Especially For You To Create Prestige: 
EXECUTIVE VIEWPOINTS . . . INSURED PENSIONS . . . EM- 


PLOYEE BENEFIT PLAN REVIEW . .. NET AFTER TAXES .. 
BUSINESS SECURITY . . . INSURANCE BUYERS NEWSLETTER 


Write for Sample Cepie 


CHARLES D. SPENCER & ASSOCIATES, INC., Publishers 
180 W. Adams Street, Chicago 3, III. 
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What They Say— 
Everywhere 


Continued from page 47 


It is hard to imagine a better in- 
vestment than that of insurance. 


ALBERT B. CHANDLER 
Governor, Kentucky 
The democratic principle of the 
American Government, and of its 
people, is no where better illus- 


trated than in the sharing of 


major and minor losses among a 
great number of persons in a 
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MEDICAL 
CATASTROPHE 


Now available with 





Group Special—insurance 


for the firm with 10% to 


24 employees. 


Call our local office for full details. 
Connecticut General Life Insurance Company, 


Hartford. 


*Minimum 15 in Florida. 





CONNECTICUT GENERAL 


aSs/ Life + Accident + Health * Group 








business called “insurance.” 

In its premise of providing 
security and peace of mind, the 
success of the insurance business 
has paralleled and, in a_ great 
measure, guaranteed the economic 
development of our great Nation. 

The remarkable strength and 
stability of the insurance indus- 
try, over the years, is a consider- 
able compliment to those who 
guide its destinies. 


SEYMOUR BERGER 


Chairman of the Board, 
Guaranteed Title & Mortgage Co. 


Insurance for the family and 
insurance for protection of invest- 
ments in business are prime 
requisites in today’s society. In- 
surance is the gateway to financial 
peace of mind and also represents 
wise investing. It is also a con- 
structive economic force, aiding 
the community, the citizen and the 
business world. For the modern- 
day homeowner, it is as necessary 
as fuel and plumbing. 


SPESSARD L. HOLLAND 

U. S. Senator, Florida 

It has been well said that “Life 
insurance is something a rich man 
can afford to carry, and a poor 
man cannot afford to be without.” 
No single business affords greater 
help in time of need, or makes 
more systematic and __ scientific 
preparation for meeting its obliga- 
tions. Through depression and ex- 
pansion alike, it has remained the 
most steadfast of our great finan- 
cial institutions. 

Although its activities have ex- 
panded until the payments to liv- 
ing policyholders are twice that to 
beneficiaries of those who have 
died, the protection of dependents 
must always be the primary object 
of life insurance, with disability 
indemnity secondary, and the in- 
vestment features of the least im- 
portance, though by no means in- 
consequential in themselves. 


LISTER HILL 

U.S. Senator, Alabama 

Life insurance, like fire and cas- 
ualty insurance, has contributed 
immeasurably to the building of 
security for the American family, 
to the peace of mind of its bread- 
winner and to our country’s eco- 
nomic strength and stability. 
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A life policy is more than just 
life insurance. It is a sound means 
of regular saving. To millions of 
American families their life insur- 
ance savings have provided such 
opportunities as business, farm and 
home ownership and_ education. 
Every day American families draw 
upon the savings accumulated 
through life insurance premiums as 
their only source of meeting finan- 
cial emergencies of many kinds. 


J. WAYNE REITZ 


President 
University of Florida 


Insurance has become a highly 
significant segment of our national 
economy. Both from personal and 
institutional viewpoints, insurance 
protection and security increasing: 
ly require careful consideration and 
planning. 


Recognizing this important field 
the Univesity of Florida, through 
its College of Business Adminis- 
tration, has developed a strong aca- 
demic program in insurance. The 
objectives are to provide informa- 
tion to large numbers of students, 
professional specialization for some, 
and to work extensively with the 
insurance industry in continuing 
to up-grade the quality of its ser- 
vices to society. 


MILTON R. YOUNG 
U.S. Senator, North Dakota 


There is no question but that 
insurance in all.of its ramifica- 
tions has added mightily and 
materially to the growth and 
strength of our nation. I 
seen insurance in action and have 
benefited from it. 

In my mind Life Insurance 
stands out as most desirable. The 
institution of Life Insurance wil! 


have 
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continue to be an important factor 
in our American way of life, and 
will play a leading role in the 
economic life and development of 
America. It will continue its high 
standards and extend its financial 
help and benefits to an ever in- 
creasing number of Americans 
each year. 


JOHN W. BRICKER 

U. S. Senator, Ohio 

Life insurance encourages every 
husband and father to provide for 
those dependent upon him. It fos- 
ters thrift during the productive 
years and provides security when 
conditions require it. Life, fire, and 

insurance mean _ self-re- 
They supplant fear with 


casualty 
spect. 
faith. 


ROBERT S. KERR 

U. S. Senator, Oklahoma 

As to the value of life insurance, 
it gives me pleasure to say that I 
know of no sounder investment 
available to the average man, what- 
ever his vocation or profession, 
than a reasonable amount of life in- 
surance, based on his ability to pay. 


GEORGE K. GOULD 

President, Telestudios, Inc. 

One factor undoubtedly respon- 
sible for the economic health and 
social advances in the United 
States is the insurance program, 


enabling the citizen to adequately 
provide security and funds for 
education for his family. Insur- 
ance affords millions peace of 
mind and a foundation for the 
community’s welfare. I heartily 
recommend it for the worker and 
the businessman. 


FREEMAN H. BEETS 

President 

Oklahoma College for Women 

By offering the versatility of 
coverage and the degree of protec- 
tion which it does, insurance is the 


one means by which each person 
can provide the economic security 
which he desires for himself and 
for his family. This security, avail- 
able at reasonable cost and in 
amounts suitable to each family’s 
budget, contributes greatly to one’s 
peace of mind. 


CHESTER BOWLES 

Former Ambassador to India 

Life insurance has a vital, double 
meaning to America today. To the 
individual who holds a policy, it is 
protection for him and his family; 
a guarantee of economic security 
for his wife, an education for his 
children, and a permanent home. 
Regarded in this light, life insur- 
ance has become a protector of the 
family. 

But life insurance has another 
deep responsibility in our society. 
As time has gone on, the savings of 
millions of Americans have gone 
into life insurance policies creating 
an immense reserve of investment 
capital. In the hands of thoughtful, 
wise investors, this capital can be- 
prime 
country’s expanding 
can provide the credit with which 
manufacturers have been able to 
replace old equipment with new, to 
enlarge plants, and to evolve new 
industrial processes. It can inject 
new energy and confidence into 
countless phases of our economy. 
An encouraging example of such 
forward-looking investment is the 


come a mover in our 


economy. It 


Continued on page 50 
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What They Say— 
Everywhere 


Continued from page 49 


entry of insurance capital into a 
new field of public service: the con- 
struction of needed _ low-rental 
housing. 

These are two great reasons why 
life insurance today is a key to 
the strength and security of our 
nation. 


LEVERETT SALTONSTALL 

U. S. Senator, Massachusetts 

Our democratic form of govern- 
ment provides us with the founda- 
tion of security. The strength of 
this foundation depends on the 
confidence of our citizens, which 
in turn depends on their faith in 
the American institutions. 

High in the list of such institu- 
tions is our system of life insur- 
ance. It is one certain method which 
provides security for the future. 
Through life insurance we can be 


YOU Can Start a Chain Reaction of Sales... 


by Joining the March to N.A.A.1.C.* 
Your future with this company can grow .. . and grow: 


New, Streamlined Life Portfolio! 


NAAIC’s Life lines have been revised—realistic, saleable rates. 


New Group Facilities—Life and AcH! 
Outstanding Agency Contract! 


Ask any North American Agent what he thinks of his contract! It’s unbeatable! 


There are other reasons, too, why top 
insurance men know it’s smart busi- 
ness — profitable business to work 
with the North American Accident 
insurance Company — Chicago. 


Top Commissions . . . 
Level A&H Renewals 


No Branch Offices 
To Compete With You 


Concrete Assistance — gets you 
off to the right start with hard- 
hitting sales aids and promotional 
materials. 
@ Extra Incentives to supplement 
your production achievements. 
if You Are Interested In Making Money 
—Not Just Today But Years From 
Now— remember you can start a chain 
reaction of sales by writing 


S. Robert Rauwolf, Vice President, Dept.L 
*The familiar abbreviation for the North 
American Accident Insurance Company— 


one of America’s oldest and strongest Per- 
sonal Insurance stock companies. 


FOUNDED 1886 


Zi ~~ 
American Accident Insurance Company 


Licensed to operate in the 48 states and the District of Columbia 
LIFE + ACCIDENT+ HEALTH 
209 SOUTH LASALLE STREET + CHICAGO 4, ILLINOIS 


. 
Rs, 


sure that those we love are cared 
for so long as they live. Through 
life insurance we can plan for our 
own independence in old age. 


JACKIE ROBINSON 


Vice President In Charge of Personnel, 
Chock Full O' Nuts Corporation 


As a family man, I have been 
well aware of the necessity for 
and the vital importance of life 
insurance. Since joining the busi- 
ness world this year, I have ob- 
served at first hand the numerous 


benefits that the various types of 
insurance programs offer to em- 
ployees. Insurance brings peace of 
mind and financial security to the 
family man, can help provide the 
money for a college education, and 
is essential to the business man. It 
furthers America’s economic prog- 
ress in many areas. Insurance is 
indeed a worthwhile investment. 


AVERY BRUNDAGE 

President, U.S. Olympic Committee 

My first life insurance was 
purchased over forty years ago, 
shortly after I graduated from the 
University and started to work. 
Since then I have substantially 
increased the amount carried and 
from time to time have purchased 
large sums of term insurance in 
addition. 

Having paid all these premiums 
without any return one might con- 
sider this a poor investment. This 
would however, be a most errone- 
ous assumption. The assurance 
that loved ones will be cared for 
in the event of untimely death, not 
to speak of the accumulated cash 
values, leave the possessor of a 
life insurance policy in a much 
better frame of mind to face the 
world. 


THE SPECTATOR 





WILLIAM A. PURTELL 
U. S. Senator, Connecticut 
Connecticut might well be term- 
ed the mother of insurance, for in 
this, my native state, many of the 
great institutions that have be- 
come trade marks of America had ELL-BALANCED COMPANY 
their beginning and their develop- i 
ment. In Connecticut, insurance is 
an integral part of our lives. We 
honor it and value it for what it 
is—a vital contribution to human 
welfare. 





HENRY CABOT LODGE, JR. 

U.S. Representative to the U.N. 

The idea that every man who (CO 
has the responsibility and obliga- | rs ymbol of 
tion of caring for dependents 


professional*pride 


... Life Insurance dedicated 


to the Public Service. 


The FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA * PENNSYLVANIA 








Frank E. Gerry 


MILES M. DAWSON & SON, INC. 


Consulting Actuaries 


1014 Hope Street 
Springdale, Conn. 











Pr a ae ae a ee ee ee a a 
should safeguard the future wel- 
fare of those dependents by carry- 
ing life insurance to the extent 
that he can afford is indeed 
meritorious. 

It is equally advantageous for a 
man without dependents to provide 
by means of life insurance or suit- 
able annuities should sudden dis- 
ablements rob him of his earning 
power. 


SAMMY KAYE 
Bandleader and Recording Artist 


REINSURANCE EXCLUSIVELY 
Casual y* Kidelit y 
Marine» Med Lines 


COMPLETE AMERICAN PROTECTION 


7 AMERICAN 
5° RE-INSURANCE COMPANY 


99 JOHN STREET, NEW YORK 38, N. Y. 


Anyone in the entertainment 
business can vouch that, without 
insurance, the future has a grim 
overcast. Retirement plans in the 
entertainment world are set in 
motion and become reality with 
the solid foundation of insurance 
behind them. I always give insur- 
ance plans the four star rating, 
reserved for only the best presenta- 
tions. 
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Here’s what 


The Guarantee’s famous 5 Stars mean to 


agency 
builders! 


The Guarantee is growing nearly twice as fast as the average of all 
companies in this field. 1957 sales gained 200% faster than the national 
average rate of increase. The Guarantee had 50% more million-dollar-plus 
agencies in 1957 than in 1956 —an increase of ten! Of course, insurance 
business is good... but it’s better with The Guarantee! 1958 sales are 


booming too! 


Here is our guide to lifetime security and greater earnings for 
agencies and agents: 
1. COMPLETE LINE OF COMPETITIVE INSURANCE TO SELL — 
Life, Sickness, Accident and Hospitalization. 
TWO PERSONALLY TAILORED FINANCING PLANS 


to help recruit and start aggressive agents. 


NEW CONTRACT — LIBERAL FIRST-YEAR COMMISSIONS 
plus vested renewals and added awards for production, persistency, and length of 


service. 


EXCELLENT PENSION PROGRAM FOR GUARANTEE AGENTS 
to help agents plan for and enjoy later years with the same security they are selling to 
our policyholders. 


AGENCY-MINDED HOME OFFICE SUPPORT 
including outstanding field training programs and attractive sales packages that make 


closing sales easier. 


ACT NOW! For more details about these and other NX Te 


advantages offered by The Guarantee, write directly to: 
Guarantee 


MUTUAL LIFE COMPANY 


OMAHA 14, NEBRASKA 


J. D. ANDERSON 
Agency Vice President 
8721 Indian Hills Drive 
Omaha 14, Nebraska 


LULL 


LULL 


Ralph E. Kiplinger, President A 
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Endorsements—from Humble Homes to the White House 


HEN we think of endorsements of life in- 
V\ surance, we are prone to recall thoughtful 
commendations by the several Presidents of the 
United States, of the worth of life protection 
to individual Americans and of its  contri- 
bution to the wealth of the nation. We are 
likely to envision great leaders of our country 
in government, in church and in industry, and 
the wise counsel they have given as to the value 
of life insurance. 

Again, the idea of endorsements may bring 
a mental picture of successful men, recounting 
with satisfaction how they have used life insur- 
ance to aid them in their quest for financial se- 
curity and power. Such men, too, provide moving 
reasons of the force of life insurance, properly 
placed, in relieving the taxation burdens that 
otherwise may embarrass them financially or 
deplete their estates. 

The story of success over the years has been 
indeed an inspiration to those yet struggling 
along the road to contentment, to buy life insur- 
ance. The good that men have done throughout 
the ages has been an example others have fol- 
lowed to peace and again to prosperity. THE 
SPECTATOR, for 70 years and more, has stressed 
the force of a good example as a motivation for 
life insurance purchasing. 

There are other endorsements of life insur- 
ance, perhaps of greater worth and significance. 
These tributes are from the hearts of the little 
men and women who have experienced the be- 
neficient results of a life insurance policy even of 
a small amount. These tributes most simply but 
most gloriously prove the worth of life insur- 
ance as a protector of the integrity of the family 
and as a financial guardian of the homes of 
widows and orphans. Such living endorsements 
have brought to life insurance an acceptance in 
America beyond any other device as a way of 
thrift, savings and investment. 

These endorsements are in those homes 
throughout the land wherein young widows pro- 
vide fatherless children with the traditional 
right of every American to education and oppor- 
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tunity. These endorsements are in those homes 
where old men and women live without the dread 
of going over the hill to the poor house. These 
are commendations of the kind that life insur- 
ance, as an institution, must not now ignore. 

From the lessons of these humble homes have 
come acceptances of life insurance by more than 
a hundred million policy holders for a half of a 
trillion dollars of life insurance sales. Without 
the small policies on families of modest incomes, 
life insurance in time can be supplanted by 
secial security and by other government and 
quasi-government forms of protection. Life in- 
surance cannot exist on large policies alone. 

Life insurance agents have made great prog- 
ress in having their avocation considered pro- 
fessional. Unfortunately, too many leading 
agents now are assuming that a professional life 
underwriter may be defined as a man who writes 
only large policies upon the lives of men and 
women of wealth and upon those who have 
among other things, tax and estate problems 
These agents assume that golf and luncheon 
clubs are essentials of their professional equip- 
ment. Every agent must remember that the true 
professional in such lines as medicine and law 
is a dedicated person who is prepared and happy 
to devote his talents and his time unstintedly to 
those in need without thought of their wealth 
or social position. 

Life insurance men, to assure their standing 
as professionals, to guarantee the continued 
popularity of private life insurance, and above 
all, to enable life insurance to fulfill its destiny 
as the one method by which every American 
can attain financial integrity, must not neglect 
those of modest means, such as those who in 
the past have brought the institution its most 
potent endorsements, and in consequence, its 
great growth. 
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spectator’s daily reports 


selected news items from industry and business of importance 





Capitol Headlines by Ray Stroupe 

Two bills written to protect longshoremen and harbor workers 
have House approval. One, H. R. 12728, would allow a worker 
injured by negligence of a third person, not in the same firm, to 
obtain compensation and to sue that person. The other, H. R. 
13021, puts the Secretary of Labor in charge of promoting uni- 
formity in rules for the safety of longshoremen. 


Illness and injuries took 662.8 million man-days out of Ameri- 
can lives in a single quarter of 1957. Included were 126.8 million 
workdays, the U. S. Public Health Service reveals. The Service 
made its survey in July-September, 1957. Findings are reported 
in Public Health Service Publication No. 584-B4. 


Opinions are well split on the Rains bill to insure the top 
portion of 90 pct of the appraised value of a house. Housing Ad- 
ministrator Cole assails the partial insurance proposal. But the 
Federal Home Loan Bank Board sees good elements in the plan. 
Spokesmen for the ALC and LIAA find merit in mortgage insur- 
ance and coinsurance up to 90 pct of the home value. They object, 
however, to other portions of the bill. 


A congressional committee endorses government excess indem- 
nity coverage against nuclear incidents aboard a new ship. House- 
Senate Atomic Energy Committee would empower Atomic Energy 
Commission to make indemnification agreements involving the 
nuclear ship Savannah. Maximum indemnity for any one mishap 
is set at $500 million. The Savannah is to be launched in 1960. 


Another measure voted by Atomic Energy Committee would 
assist nuclear energy research in non-profit institutions. These 
institutions would not have to buy liability insurance to get fed- 
eral excess indemnity coverage. Atomic Energy Commission would 
indemnify qualified licensees against public liability claims, up to 
$500 million per incident. 


Congress is urged to permit processing of overdue World War 
II claims of five types. In one category are net losses of maritime 
insurance underwriters on ships destroyed, damaged, or lost. For- 
eign Claims Settlement Commission drafted a bill, now introduced 
in the House, to provide compensation. The bill is H. R. 13337, 
referred to the Commerce Committee. 


Small boat safety bill recently passed by the House is a step 
toward new water safety standards, its sponsors say. The bill, 
H. R. 11078, prescribes the numbering of all motor craft except 
those of 71 horsepower or less. Fines up to $50 for reckless or 
negligent operation of boats would be permitted. 


July 7—More than $140,000,000 

has been paid to beneficiaries 
in the first three years of the Fed- 
eral Employees Group Life In- 
surance Plan, Institute of Life 
Insurance says. 

Set up by special Act of Con- 
gress in 1954, this is the largest 
group life insurance contract in 
force underwritten by more than 
160 life companies. It covered 
2,100,000 Federal workers for an 
aggregate of $10,500,000,000 at the 
close of the 1957 fiscal year. Over 
95 per cent of the 2,200,000 eligible 
employees took the insurance un- 
der the plan which is optional. 

The annual rate of claims is now 
nearly 12,000 for almost $60,000,- 
000. More than 99 per cent of both 
number and amount of payments 
are death benefits, the small bal- 
ance representing payments for 
accidental dismemberment. 


July 10—About 1,420,000 marriage 

knots will be tied in the 
United States this year, statis- 
ticians of Metropolitan Life esti- 
mate. 

“In the first quarter of 1958 
marriages were 11% per cent 
fewer than in the corresponding 
period of 1957. Moreover, figures 
available for a few areas indicate 
that the trend was still downward 
in April. If the trend so far this 
year continues, 1958 will record 
the smallest number of marriages 
in about two decades,” the sta- 
tisticians report. 

The slump in marriages began 
in the last four months of 1957. 
Up through August of last year, 
marriages in the United States 
totaled only 1 per cent below the 
number in the year before. Since 
August 1957, however, marriages 
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have been substantially fewer in 
the comparable months of 1956. 


July 14—N. Y. Superintendent of 
Insurance Julius S. Wikler 
has ruled that a life company 
must demonstrate that the termi- 
nal dividends proposed bear a 
reasonable relationship to the 
surplus accumulated for each 
class of policyholders and that 
company practices are consistent 
in classifying policies by year of 
insurance, plans of issue and re- 
serve bases. In addition, the ter- 
minal dividend distributed must 
not be disproportionate to the an- 
nual dividends paid by the com- 
pany in preceding years to a 
given class of policyholders. 

Mr. Wikler stated that ‘this 
ruling was promulgated with the 
purpose of assuring uniformity 
of treatment by all companies do- 
ing business in this State with 
respect to the payment of such 
dividends to policyholders.” 


July 18—The number of CLU 

examinations taken in June 
increased 7 per cent, announces 
Dean Herbert C. Graebner, of the 
American College of Life Under- 
writers. He says that 5,398 candi- 
dates took 6,661 examinations at 
169 examination centers located 
in 46 states and five foreign 
countries. 


July 21—Final Certificates from 
the Insurance Institute of 
America were earned by 156 per- 
sons in the examinations given in 
May. New award winners are from 
36 cities throughout the United 
States. 
Overall passing ratio for the A, 
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WASHINGTON TRENDS 


NCROACHMENT of the 
Federal Government on 
state sovereignty in the field of 
insurance company advertising 
came to an end when the Su- 
preme Court denied the right of 
the Federal Trade Commission 
to proceed further with the case 
brought against the North 
American Accident Insurance 
Company. In view of other cases 
in which the high court was ac- 
cused of undermining § states’ 
rights, the decision may have 
broad significance in that it may 
indicate a change of thinking. 
Senator O’Mahoney’s conten- 
tion that insurance company 
regulation is inadequate proba- 
bly will not be stressed until 
after the election when such a 
probe will not have as much com- 
petition for headlines. The fact 
that his investigation began on 
the unspectacular aviation un- 


derwriting matter does not mean 
that federal vs. state regulatory 
matters will not be emphasized 
later on. 

Increase in social security 
taxes has aroused so much com- 
plaint that legislators will think 
twice before they vote for un- 
reasonable increases in_ social 
security benefits. The tax in- 
crease necessary to pay benefits 
has proved in England to be a 
deterrent on increases. 

As promised, Chairman Wil- 
bur Mills of the Ways and Means 
Committee named the sub-com- 
mittee and made arrangements 
for completion of the study of 
life insurance income tax policy 
during the interim between ses- 
sions. The findings of the sub- 
committee will be laid before the 
full committee and probably will 
be reported out for early action 
at the forthcoming session. 








B, and C examinations was 76 per 


cent when 862 examinations were 
taken by 687 persons. This is the 
highest passing ratio the exam- 
inees have achieved under the re- 
vised educational program, which 
became effective in 1953. 


July 23—June purchases of life 
insurance, amounting to $5,- 
162,000,000 brought the aggregate 
for the first half of 1958 to $32,- 
145,000,000, within 3 per cent of 
the record total of a year ago. The 
Continued on page 56 
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June purchase figure, reported by 
the Life Insurance Agency Man- 
agement Association, was off 8 per 
cent from last year’s record figure 
of $5,584,000,000 for June. 

Purchases of ordinary life set a 
new high for the month of June, 
with a total of $3,882,000,000 up 3 
per cent over a year ago. For the 
first six months of the year, ordi- 
nary life purchases were at a rec- 
ord $22,835,000,000, a gain of 2 per 
cent over the total for the com- 
parable period in 1957. 

Industrial life insurance bought 
represented $3,208,000,000 of this 
year’s six months’ total purchases, 
10 per cent below last year. In the 
first six months of this year, new 
group life insurance amounted to 
$6,402,000,000. Although it repre- 
sented a 15 per cent decrease from 
the record first six months of last 
year, more new group life was pur- 
chased up to June 30 of this year 
than in any year prior to 1957. 


Disaster Plan in Canada 


July 24—To handle claims from 

major Canada, 
the All Canada Insurance Federa- 
tion has set up a nation-wide “All 
Canada Catastrophe Committee.” 
This organization will oversee the 
activities of a provincial catas- 
trophe committee in prov- 
ince. 


disasters in 


each 


When a major disaster occurs, 
all claims will be channelled 
through one source, the provincial 
catastrophe office, which 
will have complete authority in 
the area affected. 


claims 


July 24—N. Y. Superintendent of 
Insurance Julius S. Wikler 
has recommended that Blue Cross 
plans include hospitalization for 
mental illness in their contracts. 
A review of those Blue Cross plans 
throughout the nation which pro- 
vide this added benefit for a lim- 
ited period, he said, indicates that 
is successful and is not unduly 
costly. 
**Modern 
strated that 


therapy has demon- 
mental illness need 
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Credit Life Insurance 
in Force in the U.S. 
In Billions 
15 
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July 10—Nearly 34 million indi- 


vidual loans or time sales 
were covered by credit life insur- 
ance at the start of this year. 
This is some 2 million more than 
a year ago and twice the number 
insured only four years ago, In- 
stitute of Life Insurance reports. 
Aggregate amount of loans cov- 
ered by credit life policies was 
$19,748,000,000 on January 1, 
which was $2,650,000,000 more 
than the year before and $11,000,- 
000,000 more than four years be- 
fore. This is a four-year rise of 
80 per cent. This type of protec- 
tion is almost entirely the devel- 
opment of the post-war years. 
Although started in 1917, credit 
life insurance had reached only 
$365,000,000 by 1945. 





not necessarily be chronic and of 
long duration,” Mr. Wikler stated. 
“Each year thousands of acutely 
mentally ill persons are restored 
to their normal productive lives 
within a relatively short time, re- 
sulting in large savings to the tax- 
payer in the treatment of mental 
illness.” 

In view of the number of people 
affected and the great need for the 
broadening of benefits, Superin- 
tendent Wikler indicated that he 
was prepared to approve applica- 
tions by Blue Cross plans in New 
York State to include hospitaliza- 
tion for a limited period for 
mental illness as a standard pro- 
vision in all of their outstanding 
as well as newly issued contracts. 


July 25—Largest number of final 
examinations in LUTC’s his- 
tory have just been graded at 
LUTC Headquarters, it was an- 
nounced by Loran E. Powell, CLU, 
managing director of the Council. 
In all, 15,437 LUTC life stu- 
dents passed their final examina- 
tions. Of these, 10,578 passed one 
year of the life course, and 4,859 
passed their second year, thereby 
becoming LUTC graduates. 

In addition, 2,457 students com- 
pleted successfully the examination 
for the Accident and Sickness 
course. The combined figures rep- 
resent 90 per cent of the entire 
student body which had originally 
enrolled for the courses. 


NALC on Taxes 


July 25—National Association of 

Life Companies’ Taxation 
Committee will recommend NALC 
support for a moderate revision 
of the present Mills Act formula. 
Don J. Willmon, committee mem- 
ber, described the bill as “the 
best that has so far been pro- 
duced.” 

Under the NALC proposal, taxes 
would be continued to be levied 
upon investment income, with a 
modified schedule of deductions 
The formula would give the Trea- 
sury an increase of approximately 
19.6%. The proposed formula 
would give the first $250,000 of 
investment income a deduction of 
90%; the next one million dollars 
of investment income a deduction 
of 85%; all investment income 
above $1,250,000 a deduction of 
82%. 

Present deductions are 871% 
on the first million dollars and 
85% thereafter, so that for most 
companies the increase would be 
approximately 20 per cent in their 
tax bill. However, very small com- 
panies would receive a slight de- 
crease in taxes, compensating for 
increased expenses in the past 
four years. 


July 25—Although the rising cost 

of living continued to make 
further demands on the consumer 
dollar, American families put 3.9 
per cent of after-tax income into 
life insurance, a slightly higher 
percentage than the year before. 
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Life insurance ownership per 
family rose to $8,300 in 1957, a 
gain of 9 per cent in the year and 
a 57 per cent rise in five years. The 
current average per family was re- 
ported as being equivalent to 
about 18 months of current dis- 
posable income. 

These figures, based on life in- 
surance owned with the legal re- 
serve companies, are reported in 
the 1958 Life Insurance Fact 
Book, prepared by the Institute of 
Life Insurance. 

Altogether, life insurance is- 
sued by the companies covered 
109,000,000 Americans for over 
$458 billion of protection at the 
start of this year. Additional life 
in force with fraternal and assess- 
ment organizations, savings banks 
and U. S. Government veterans’ 
life insurance brought total family 
ownership to over a half trillion 
dollars on 121,000,000 Americans 
at the start of 1958, reports the 
Fact Book. 

Although there was a leveling 
off in business activity, American 
families continued to add to their 
future financial security by pur- 
chasing in the past year a record 
$67 billion of life insurance from 
the nation’s 1,300 life insurance 
companies. The new _ purchases 
were one-fifth larger than the rec- 
ord established the previous year. 


July 28 — During its first 15 

months of operation, the pre- 
authorized check plan for Massa- 
chusetts Mutual Life has account- 
ed for $143,423,763, or 15.1 per 
cent, of the new ordinary life in- 
surance delivered. 

Some 23,000 policyholders, in- 
cluding 14,600 holding policies 
written prior to inauguration of 
the check plan, having accounts 
in 2,500 banks and 2,500 branch 
offices, are now using the plan. Of 
those who converted from 
straight payment plans, 27.9 per 
cent had been paying premiums 
annually, 13.5 per cent semi-an- 
nually, 37.8 per cent quarterly and 
20.8 per cent monthly. 

Among the principal users of 
the new plan are business con- 
cerns which have found it an eco- 
nomical and convenient means of 
maintaining a level cash position. 
These companies can now break 
up large annual or semi-annual 
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premiums on key-man insurance 
into small monthly payments with- 
out having to pay the higher 
monthly carrying charges made 
under the straight payment 
method. 


Mutual Life Taxes 


July 31—A committee supported 

by more than a score of mu- 
tual life 
nounced a joint nation-wide effort 
“to develop and support a fair 
and economically sound pattern of 
taxation of mutual life insurance 
companies.” 


companies has an- 


Based on a two-year study of 
the question by 28 mutual compa- 
nies, the program will be 
ducted by a Temporary Committee 
on the Taxation of Mutual Life 
Insurance Companies. 

“The program is 
the committee said, “because 
many people have the mistaken 
idea that mutual life companies 
enjoy a special tax concession or 
‘loophole’ when ‘actually’ the 
taxes they pay are three times as 
great as the average on other 
forms of saving.” 


con- 


necessary, 


The committee consists of: Ger- 
hard D. Bleicken, vice president 
of John Hancock; Thomas A. 
Bradshaw, president of Provident 





Save the Pedestrian, 
Auto Group Pleads 





According to studies in 11 cities, 
accidents in outlying residential areas 
of U.S. cities account for 86 per cent 
of pedestrian deaths and _ injuries. 
Above, Russell E. Singer, executive vice 
president of the American Auto Asso- 
ciation (1.) presents a copy of AAA's 
guidebook, “Planned Pedestrian Pro- 
gram," to Rep. Kenneth A. Roberts 
(Ala.). Congressman Roberts is chair- 
man of the House Traffic Safety Sub- 
committee. Copies of the booklet will 
be distributed free to police and safe- 
ty officials countrywide. 


Mutual; Louis W. Dawson, presi- 
dent of Mutual of New York; H. 
Ladd Plumley, president of State 
Mutual, and Walter G. Voecks, 
president of Lutheran Mutual. 

Clifford B. Reeves, vice presi- 
dent of MONY and secretary of 
the new committee, will maintain 
offices for the group at 1740 
Broadway. 


July 31—During first six months 

of 1958, sales of life insur- 
ance in Canada rose to $2,747.6 
million, up 5.5 per cent over sales 
in the same period in 1957. Group 
insurance made the largest gain 
with an increase of 8.7 per cent 
over the previous year to a total 
of $534.7 million. Sales of ordi- 
nary life totalled $2,162 million, 
an increase of 5.1 per cent over 
1957. 

Largest percentage gains were 
made in Nova Scotia. Total sales 
in the two large industrial prov- 
inces were near the 1957 
Ontario sales showing an increase 
of 4.0 per cent while those in Que- 
bec dropped slightly. 


level, 


Here are ordinary life sales by 
provinces for the first halves of 
1958 and 1957, with 


changes. 


percentage 


Millions of dollars ‘ 
1958 1957 increase 


British Columbia $199.8 $179.0 10.4¢ 


Alberta 161.9 149.2 8.5 
Saskatchewan 62.4 57.2 
Manitoba 98.6 85.9 14.8 
Ontario 898.1 863.6 4.( 
Quebec 615.5 618.6 —0 
New Brunswick 41.8 38.1 9.7 
Nova Scotia 67.4 51.9 29.8 
Prince HMdward 

Is 4.8 40 20 
Newfoundland 11.7 10.2 14.7 


$2,162.0 $2,057.7 


Lillian Millar 


31—Large numbers of peo- 
ple continue in gainful em- 
ployment beyond their 65th birth- 
days, say statisticians of Metro- 
politan Life. 

According to estimates by the 
Bureau of the Census, in March 
of last year more than half of the 
male population in the age group 
65-69 was still in the labor force. 
Even at ages 70-74, the proportion 


July 


was practically two fifths, but at 
ages 75 and over it was only one 
sixth. 
in the 
ages is much lower. 

Continued on page 58 


The proportion of women 
labor force at the older 
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Insurance Building Facts 


Toronto, Ontario. Prudential has announced plans for a 20-story Cana- 
dian head office building to be erected by Tusca Investments, Ltd., and 
occupied by Prudential on a long-term lease. 350,000 sq. ft. of floor 
space. Completion date: September 1960. Cost: $12,000,000. Architects: 
Page & Steele and Peter Dickinson Associates. 
Hartford, Connecticut. New headquarters building is planned for the 
Life Insurance Agency Management Association. To be completed 
early in 1959. Structure is to be built on three levels, with about two- 
thirds of the space leased to LIAMA by the owner, John E. Hayes. 
Architects: Russell & Gibson, R. Von Dohlen, associate. Builder: Horn 
Construction Company. 
Syracuse, New York. Formal dedication of Farmers and Traders Life 
new home office is set for September 16. Company moved into its new 
quarters in July. 
New York, New York. New York Life has agreed to buy the land and 
27-story office building being erected on Third Avenue. Teachers In- 
surance & Annuity Association will lease several floors on a net rental 
basis. 342,000 sq. ft. Architects: Carson & Lundin. Builder: Turner 
Construction Company. 
New York, New York. The Employers’ Group has leased two floors in the 
31-story office building under construction at 110 William Street. Crum 
& Forster, of which the 110 William Street Corporation is a subsidiary, 
already occupy five floors of finished space. 
Philadelphia, Pennsylvania. Allstate broke ground May 21 for a mil- 
lion-dollar regional office building. In Tredyffrin Township, building 
will comprise 55,000 sq. ft. 


Waverly, lowa. Luther- 
an Mutual Life held 
open house in May for 
$800,000 addition to 
its home office. Exterior 
is pink Kasota stone 
trimmed with Gold 
Spring granite. 





Baltimore, Maryland. Maryland Indemnity & Fire Insurance Exchange 
has purchased the six-story Stewart Building, to be renamed the Mary- 

land Indemnity Building on September 1. 

Washington, D. C. Construction has begun on a service office for Insur- 
ance Company of North America Companies. Two-story brick struc- 

ture will comprise 18,000 sq. ft. of office space. Architects: Keyes, Leth- 

bridge and Condon. 

Burlington, North Carolina. Carolina Home Life has purchased the 
former Carolina Casualty Building. Casualty firm has moved its execu- 

tive offices to Jacksonville, Florida. 

Jacksonville, Florida. The fire and casualty companies of the America 
Kore Loyalty Group have moved into their new offices, occupying the 

first three floors of the four-story building. Structure is built of modern 

facing brick of buff and gray with window walls of aluminum and glass. 

Architects and engineers: W. Kenyon Drake & Associates. 

Omaha, Nebraska. Sealing of a time capsule to be opened in 2001 was 
one of the highlights of dedication programs for Guarantee Mutual 

Life’s new home office. Two-and-a-half story structure cost $2,400,000. 

Phoenix, Arizona. Pacific Mutual Life has announced plans for building 


a headquarters building costing an estimated $188,000. 8,000 sq. ft. 


Mercer Island, Washington. Farmers New World Life has announced 
the opening of its new home office building. 
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Farm workers show a greater 
tendency to work beyond age 65 
than do those in non-agricultural 
industries. Consequently, men and 
women gainfully employed on 
farms constitute an increasingly 
large segment of the working 
population at these ages. While 
only one tenth of males in the age 
range 14-64 are engaged in agri- 
culture, the proportion is nearly 
one fourth at ages 65-69 and al- 
most one third at ages 70 and 


Canada's Nuclear Pool 


August 1—The Canadian fire and 

casualty insurance industry 
has formed the Nuclear Insurance 
Association of Canada. New group 
will pool resources to provide in- 
surance for owners of nuclear re- 
actors and associated operations. 
Protection will be against not 
only physical loss of the reactor 
but also against widespread dam- 
age suits if reactor went out of 
control. 

Association will provide pooled 
insurance also for nuclear fuel 
element fabricating plants, nu- 
clear fuel processing plants, 
plants for nuclear fuel salvage 
and nuclear fuel in transit. 


August 4—About two thirds of 

the nation’s wage and salary 
working force were covered by 
group life at the beginning of this 
year, reports the Institute of Life 
Insurance. 

At the start of 1958, there were 
38,094,000 persons with group life 
insurance totaling $133,794,000,- 
000. Included in this total was de- 
pendent coverage on _ 2,704,000 
family members for $1,348,000,- 
000. Over $1,237,000,000 was paid 
in premiums for group life insur- 
ance protection in 1957. 

“More new group life insurance, 
a total of $14,091,000,000, was pur- 
chased last year than was in force 
in 1939,” said the Institute. “An 
additional several billion dollars 
of group protection was provided 

Continued on page 90 
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COMPANY NEWS 


Consolidated American 
Buys Lincoln Liberty Life 


Lincoln Liberty Life will be the 
new name for the merged oper- 
ations of the Nebraska firm and 
Consolidated American Life, 
Houston. Latter firm purchased 
Lincoln Liberty for $7 million. 

State Automobile Mutual, Colum- 
bus, O., has acquired controlling 
interest in Dixie Fire and Casu- 
alty and Southern Home Insur- 
ance, both of Greer, S. C. John 
Ratterree will continue as presi- 
dent of Dixie Fire and Southern 
Home. No changes in personnel 
or functions are contemplated, 
it was announced. 

Interstate Life and Accident has 
announced a proposed increase 
in capital stock from $2 million 
to $3 million. Company plans a 
41%-for-1 stock split and a 50 
per cent stock dividend. 

Coastal States Life, Atlanta, Ga., 
has purchased the entire busi- 
ness of Haven Insurance of St. 
Petersburg, Fla., through an ex- 
change of stock. H. W. Holland, 
president of Haven, will serve 
on Coastal States’ Board of Di- 
rectors. 

Firstamerica Corporation is the 
new organization handling the 
banking interests of Trans- 
america Corporation. In compli- 
ance with the Bank Holding Act 
of 1956, Transamerica elected 
to become a non-bank holding 
company, retaining its insur- 
ance, industrial and real estate 
firms. Occidental Life of Cali- 
fornia is its major holding. 

American Central, New York, 
member of the Commercial 
Union-Ocean Group, has been 
elected to membership in the 
Surety Association of America. 

Life Insurance Agency Manage- 
ment Association has now a to- 
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tal membership of 306 compa- 
nies. Six U. S. companies have 
recently been added to its rolls, 
plus the Aeterna-Vie of Mon- 
treal, and the Muang Thai of 
Bangkok, Thailand. 

Life Office Management Associa- 
tion has announced four new 
member companies. Total mem- 
bership now stands at 345 com- 
panies. 

American Life Convention has 
added nine new companies to 
its roster, which now numbers 
271 companies. 

Association of Casualty and 
Surety Companies has added 
five companies to its member- 
ship—the Birmingham Fire and 
Casualty and four more com- 
panies from the America Fore- 
Loyalty Group. 

Colonial Life of America is now 
authorized to 
states, having been licensed re- 
cently in the states of Florida, 
Kentucky, Minnesota, Rhode Is- 
land, and West Virginia. 


operate in 15 


Pioneer American, Fort Worth. 
Tex., has been licensed in North 
Carolina and Mississippi, so 
that it now operates in 15 states, 
including Alaska. 

Republic National Life has been 
licensed in Puerto Rico. Com- 
pany has been admitted to 38 
states, the District of Columbia 
and Hawaii. 

Hartford Fire has been registered 
in the Philippines through the 
American Foreign Insurance 
Association. 

North American Life of Chicago 
has been licensed in Tennessee, 
and is now authorized in 23 
states, Hawaii and the District 
of Columbia. 


Carolina Home Life has been ad- 
mitted to Maryland and Missis- 
sippi, making 12 states and 
territories in which the company 
operates. 

Union Trust Life, Duluth, Minn., 
recently admitted to Ohio and 
New Mexico, is now licensed in 
18 states. 

Provident Mutual Life of Phila- 
delphia is now licensed in 42 
states and the District of 
Columbia, having recently been 
admitted to Louisiana. 

All American Life and Casualty of 
Chicago is now licensed in Cali- 
fornia, Maryland, and Rhode 
Island. Company has been ad- 
mitted to 29 states. 

Prudence Life, Chicago, has been 
licensed in Arizona. 

John Roane, Inc., insurance ad- 
justers, two years ago adopted 
the name of Allied Adjusters, 
Inc., but has now reverted to its 
original name. 

John C. Weghorn Agency has ac- 
quired the business of Alan H. 

sonito & Co., New York broker- 
age. Major personnel and facili- 
ties are to be transferred to the 
Weghorn headquarters. 

Western Life, Helena, Mont., has 
organized an accident and sick- 
ness department, with Gordon 
LaBelle as manager. Company 
plans to offer non-cancellable 
and commercial disability in- 
come policies. 

Mid-American Insurance, Kansas 
City, Mo., has been issued a 
state charter and authority to 
issue up to 5,000 shares of com- 
mon stock at $5 par. 

Nationwide Corporation made a 4 
per cent stock distribution plus 
an extra 1 per cent distribution 
August 20 to shareholders of 
record August 5. These amount 
to one new share for each 20 
shares held. Company also de- 
clared a cash dividend of $.15 
a common share, payable August 
20 to stock of record August 1. 

DIVIDENDS: Southwestern Life, 
$.45 per share payable October 
10 to stock of record October 1. 
Quarterly—Life of Virginia, 
$.60 per share payable Septem- 
ber 3 to stock of record August 
18. Old Republic Life, $.20 per 
share payable August 1 to stock 
of record July 15. 








COVERAGES AND FORMS 


Seasonal Rent Policies 
for Some Resort Areas 


> amerg and clubs have un- 
usual exposures that require 
custom tailored protection. These 
institutions engage in so many ac- 
tivities that standard policies 
must be extended or special con- 
tracts of insurance created to 
meet special conditions. Practic- 
ally every form is subject to some 
modification. Let’s look at some 
of the risks encountered and cov- 
erage forms to be applied. 

Fire Insurance—Policies cover- 
ing structures do not present 
many problems. Very often a 
watchman and clock warranty 
will be incorporated and it might 
be well to check the extent of the 
service provided. A review of the 
clock cards, as punched by the 
watchman on his rounds, will de- 
termine if the warranty has been 
fully complied with. While a lim- 
ited sprinkler system may be in 
operation, it is probably restrict- 
ed to hallways, stairwells, kitch- 
ens and perhaps card or billiard 
Seldom will there be a 
sprinkler warranty in the policy. 
The system was doubtless install- 
ed to comply with state laws or 
local ordinances. 

In most rating jurisdictions it 
is permissible to eliminate depre- 
ciation as an adjustment factor. 
Some authorities require the ap- 
plication of 100 per cent co-insur- 
ance; others make a slight charge 
for the endorsement. Additional 
insurance will be needed. 

The recent change in protection 
requirements in some _ jurisdic- 


rooms. 
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Hotels, Clubs Need 


tions as to distance from public 
hydrants from 500 to 600 feet will 
bring some. structures’ within 
“protection” and reduce rates. 

Estimates of contents replace- 
ment costs should include some 
reference to property of guests 
and members, unless 

1. An Innkeepers Legal Liabil- 
ity policy is carried, 

2. An Inland Marine 
provides protection. 


Floater 


Fires in Leased Space 


Lease of space to commercial 
tenants would indicate the need 
for Fire Legal Liability protec- 
tion should tenants’ property be 
damaged as a result of the land- 
lord’s negligence. 

Rent Insurance Furnished 
structures such as clubs and ho- 
tels have a higher rental value 
and the Rent policy (as well as 
the amount of insurance) should 
make reference to this situation 
to afford additional indemnity to 
which the assured is entitled in 
the event of loss. 

Seasonal institutions may se- 
cure a special form. While the 
standard policy provides indem- 
nity for that period of time re- 
quired to restore the damaged 
premises, a casualty occurring 
just prior to opening date of a 
seasonal property might well 
cause the loss of the entire an- 
nual income. policies 
are designed to cover such a con- 
tingency. 

Income from leased areas is of- 
ten based upon the concession- 
aire’s receipts subject to a mini- 
mum charge. Rent policies may 
be purchased which are subject 
to annual adjustment as to exact 
amounts and premiums. 


Seasonal 





Liability Insurance — The con- 
centration of people under one 
roof in hotels and clubs demands 
high liability limits, especially 
the aggregate amount. Protection 
of $250,000-$1,000,000 is suggest- 
ed as minimum. 

Hotels and many clubs employ 
guards, detectives and watchmen 
which may create a false arrest 
exposure. The endorsement de- 
signed to cover this risk also in- 
cludes the perils of malicious 
prosecution, willful detention, 1i- 
bel, slander and defamation. 
Three other sources of claim may 
be added—invasion of privacy, 
wrongful eviction and wrongful 
entry. 

Horses are often available for 
guests, either owned or hired. 
Teams Liability coverage may be 
needed. 

Clubs and seasonal hotels often 
furnish boats for guests. This 
suggests Marine coverages. 

Beauty parlors, massage rooms, 
barber shops and even podiatrist’s 
services are sometimes available 
in hotels and clubs as conces- 
sions, rent payments being based 
upon receipts. This attaches cer- 
tain liability to the lessor that 
does not exist under the usual 
relationship of landlord and ten- 
ant. The lessor has a contingent 
Errors and Omissions, even a 
Malpractice exposure, that should 
be insured by endorsement. While 
the concessionaires’ policies may 
be extended to cover the lessor, 
separate coverage by endorsement 
to the lessor’s liability policy is 
suggested to guarantee proper 
limits and to be certain claims re- 
ceive proper attention by the les- 
sor’s insurance representative. 

The Liquor Liability laws of 
the various states may impose an 
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Special Clauses 


additional responsibility upon ho- 
tels and clubs that maintain bars 
and grills. At present the pre- 
mium for this coverage appears 
excessive, but when more policies 
are sold the cost should be re- 
duced. 

Medical payments insurance 
would afford voluntary indemnity 
medical, surgical, hospital and 
funeral expenses incurred by 
members of the public as a result 
of an accident. 


Broader Coverage for Injuries 


3ecause there are so many bod- 
ily injury exposures that would 
not be insured if the coverage is 
limited to accidents, the word “oc- 
currence,’ a much broader term, 
should replace the word 
dent” in the insuring clause and 
elsewhere in the policy. 

Ski lifts or tows and toboggan 
slides are recent additions to the 
services offered by clubs and ho- 
tels and may require special at- 
tention with respect to liability 
insurance and material damage 
forms. 

The Standard Liability policy 
does not provide Products Liabil- 
ity protection as to food and bev- 
erages consumed on or off the 
premises, a risk often overlooked. 

Apartment hotels (transients 
comprising not more than 5 per 


“acci- 


cent of all guests) merit lower 
rates. 
Automobile Insurance — Auto- 


mobile Liability insurance is 
needed by clubs and hotels to 
cover operation of: owned vehi- 
cles, hired equipment, cars oper- 
ated by employes. 

Attendants very often park or 
garage cars of guests. The Non 
Ownership endorsement provides 
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protection against bodily injury 
and property damage claims. A 
special rider may be attached to 
cover collision damage. 

Hotels and clubs often maintain 
buses for convenience of guests 
and members. The endorsement 
covering the buses excludes livery 
operation. A rider should be add- 
ed to cover the assured for the 
unauthorized livery use by em- 
ployes, which use might not come 
to the employer’s attention until 
an accident was reported. 

Many clubs maintain golfmo- 
biles for guests—Material Dam- 
age coverage is in order; liability 
of members can be added to the 
liability policy. 

Maintenance of 
even parking lots creates’ the 
need for Garage Keepers Legal 
Liability insurance. Fire, Theft, 
Explosion, Riot, Strike, Vandalism 
and Collision protection can be 
added to the Garage Keepers pol- 


garages and 


icy. 
Medical Payments 
can be included. Of course, the 


protection 


coverage would not apply if com- 
pensation benefits are payable. 
Compensation Insurance — Ho- 
tels and clubs often employ mi- 
nors, especially 
lishments. Most state laws pro- 
vide double benefits for illegally 
The employer 


seasonal estab- 


employed minors. 
must pay the additional award. 
Care must be exercised in the hir- 
ing of minors to make certain 
they are properly employed. 

The operation of 
beaches or for fishing and outing 
parties may need of 
Maritime coverage. Make certain 
the Employers Liability limit is 
increased to $100,000. The $25.- 
000 minimum is entirely inade- 
quate. 


boats” at 


create a 


Experience rating data should 
be checked. Hotels and clubs em- 
ploy a “floating” population. 
Claims are often charged against 
them for injured workmen who 
were never employed by them or 
were injured elsewhere. 

Criminal Loss—Fidelity Bond 
Special Classification sheets are 
necessary in order to properly 
group hotel and club employes for 
Blanket Fidelity Bonds. Of 
course, the Blanket Position form 
is to be suggested in which the 
full amount of the bond is avail- 
able to cover each employee im- 
plicated in a loss. 

Hotels often carry both Deposi- 
tors and Commercial Forgery 
Bonds to cover losses on checks 
accepted as well as those issued 


Voiding of ‘Proof’ Clause 


Payment of losses under Burg- 
lary and Robbery policies require 
evidence of such losses be sub- 
stantiated by the assured’s rec- 
ords. These records would not be 
available to “prove” losses in- 
curred by guests and members. 
Policy should indicate this re- 
quirement is to be voided as re- 
spects guests’ property. 

All Burglary policies exclude 
loss occurring while there is a 
fire on the premises. If Theft is 
carried, this exclusion may be 
voided for an additional charge of 
10 per cent. 

Money and other valuables held 
for guests for safe keeping should 
be covered. 

Check rooms (and often locker 
rooms in clubs) should be covered 
as respects the assured’s legal lia- 
bility. 

A Special Legal Liability insur- 
ance is designed to cover property 
of guests and members in the safe 
deposit boxes. 

An Accounts Receivable polics 
has more application to a club 
than to a hotel. 

Higher limits § are 
needed during the summer (win- 
ter in the south) for most risks. 
The additional protection for spe- 
cified periods should be indicated 


generally 


in the policy. 

Clubs and hotels open 24 hours 
daily are entitled to premium dis- 
counts. 

Continued on page 77 


61 











90th ANNIVERSARY—HELD FROM JULY ISSUE 


Contributions of the Trade 


By HOLGAR J. JOHNSON, 


President 
Institute of Life Insurance 


NSIDE institutional public re- 
lations in life insurance are at a 
high level today. There are few 
businesses, as intensively competi- 
tive as life insurance, which show 
as great a cooperative spirit for 
the common good of both the pub- 
lic and the competing organiza- 
tions, as does life insurance. This 
has worked for both the immedi- 
ate and the long-term benefit of 
the public and of the business it- 
self. 

And one of the important con- 
tributing forces to the establish- 
ment of this goodwill and fine in- 
ternal public relationship is the 


trade press which serves life in- 
surance. These trade publications 
have rendered a long, valuable 
service in behalf of our institu- 
tion. They have had an adult, ma- 
ture, dignified attitude towards 
the business and have contributed 
much to the long, steady progress 
of life insurance as a vital force 
in the American social-economic 
structure. 

Much of this contribution has 
come from the very existence of 
an unbiased platform from which 
to express views, present research 
and demonstrate new products and 
new marketing techniques. These 
advantages have been furthered 
by the editorial foresight of many 
of our trade editors over the 
years, sensing changes and trends 
and reporting them—sometimes 


before even those involved in the 
particular activity sensed that it 
was a change or a trend. 

These gains have also been aid- 
ed by the depth of understanding 
and reporting in trade channels in 
a highly technical business. This 
reporting, in addition to keeping 
the business informed on person- 
alities and leadership, has delved 
deeply into the actuarial back- 
ground, the marketing background, 
the investment structure, the legal 
sidelights, the underwriting prob- 
lems, the whole management realm. 
And this has been conducive to bet- 
ter management, better under- 
standing and better relationships 
all along the line. It is often 
healthy and constructive for a com- 
pany to see itself from the cold re- 
flection of the printed page. 





By LEWIS A. VINCENT, 


Gen. Manager 
National Board of Fire Underwriters 


O be asked to contribute to 
this 90th Anniversary Edition is 
indeed an honor. The insurance 
business is certain to take pleas- 
ure in extending sincere congratu- 
lations and best wishes for the 
continued success of your enter- 
prise. 

This industry has fostered many 
periodicals and trade publications 
and THE SPECTATOR is one which 
stands high in regard and esteem. 

There are some 50 fire insurance 
trade publications to which the 
National Board of Fire Under- 
writers regularly reports on its 
activities and through them com- 
municates the news to their read- 
ers. Without their help, it would 
be a difficult task to reach all ele- 
ments of this great business. 

We estimate that the fire insur- 
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ance business is represented by 
the largest single sales force in 
the country. To keep them _ in- 
formed is a major undertaking. 

In addition, our member com- 
pany personnel—executives and 
staff — must be constantly ap- 
praised of the many facets of the 
business. How could this be ac- 
complished without the splendid 
cooperation of the trade press? 

The majority of the trade publi- 
cations reach the specific seg- 
ments of our industry that are 
most vital to our operation. Many 
of the leading publications are 50 
years old or older. In addition, 
there are a number of other week- 
lies and monthlies that have been 
in continuous publication for a 
quarter century or longer. 

The total readership of all the 
publications in this field is high. 
Circulation figures show that sev- 
eral of the weekly and monthly 
publications print 25,000 copies. A 
few have even wider circulation. 


Energetic, Constructive Leader 


Whether national or regional, 
each one is vitally interested in 
the welfare of our industry. The 
news is reported adequately and 
fully and, with their editorial 
comment, these publications exert 
energetic and constructive leader- 
ship within the business. 

The story of property insurance, 
ranging from new forms to loss 
adjustments, as it appears in the 
trade press keeps the broad pic- 
ture before company, field, and 
agency forces, in addition to those 
persons comprising the boards and 
bureaus. 

Insurance news is important to 
all of these, but also the features 
of the insurance trade press, edu- 
cational and informative, enable 
all of us to keep abreast of the 
fast moving developments in our 
business. 

A backward glance shows that 
the year 1868—the year in which 
THE SPECTATOR was established— 
was marked by the beginning of a 
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Press 


This development has been es- 
pecially valuable because it has at 
one and the same time helped to 
create an even greater spirit of 
cooperation within the business 
and aided the intensification of 
competition, which is one of the 
greatest assets of our business. 
There is no greater tool for in- 
tensified competition than the con- 
tinuous exposure in print of what 
“the other fellow” is doing or say- 
ing. At the same time, there is no 
better offset to hard feelings and 
irritations, the great base of bad 
relations, than the free exchange 
of opinions and beliefs in public. 
Both of these have been continu- 
ously made possible in the life in- 
surance business through the good 
offices of the trade press. 

Among the senior citizens of 

Continued on page 88 





ship 


post-war prosperity. Actually it 
marked the beginning of an era 
of continent building, the develop- 
ment of vast fortunes, the expan- 
sion of the railroads westward, the 
opening of new frontiers. 

If that strikes a familiar note, 
it is because of what we are ex- 
periencing today. For the expan- 
sion of railroads, we think of the 
jet, ICBM, and space travel. And 
for new frontiers, we think in 
terms of atomic energy and all the 
wonders of our Atomic Age. 

Without attempting a compari- 
son of the overall growth of our 
economy in the 1860’s and 1870's 
with that which has occurred 
since World War II, we find there 
are similarities in the increase in 
personal income which encouraged 
investment, home ownership, and 
helped to satisfy consumer de- 
mands for household needs. In 
both instances the development of 
property insurance has been the 
capstone to this expansion. 

Continued on page 88 
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Communications: 
Key to Progress 


By RAY MURPHY, 
Former Gen. Counsel 
Association of Casualty & Surety Cos. 


HE creation of channels of 
communication within our nation’s 
industrial framework is one of the 
most significant achievements of 
our economic system. For nothing 
is more important to growth and 
progress than sharing experience 
rather than hoarding it—generaliz- 
ing skills and ideas within an in- 
dustry, and communicating the 
many elements by which the whole 
group can go forward to higher 
levels. 

While many channels now exist, 
an industry’s press must surely be 
counted among the broadest and 
deepest. There are thousands of 
industrial publications across the 
land, some of them indispensable 
in their area, and all of them use- 
ful in 
ments and the prestige and the 
character of American business. | 


widening the accomplish- 


cannot picture any industry with 
out its newspapers and magazines. 
The best of them provide a link, 
helping to unite each portion of an 
industry on common ground. 

In insurance, we enjoy substan- 
tial advantages from the media in 
our field. These publications com- 
municate much highly specialized 
information that is 
valuable, and they are the only 
source for it. Their most importént 
contributions, to my way of think 
ing, lie in compiling statistics and 
reporting news. 


increasingly 


In our business, perhaps more 
than in most others, there is an 
absolute necessity for statistics 
that give a picture of the entire 
industry at any particular time, 
for such material serves as an aid 
in making broad policy decisions. 
While individual 
groups have their own records that 
furnish the basis for internal de- 
cisions, industry-wide figures are 


companies and 


essential to industry-wide deci- 
sions. Average loss ratios, taxes, 
underwriting data and a host of 
other factors, when analyzed and 
put in perspective, show trends and 
cause-and-effect relationships. As 
such, they supply an essential ele- 
ment in determining not only what 
has happened in the past but what 
may be expected to happen in the 
future. 

What will happen next is, of 
course, a top priority consideration 
in our industry, as it is in most. 
Indeed, it seems to be the greatest 
preoccupation of just about every- 
body if it is possible to judge from 
the four-star rating held by most 
predictors of coming events on 
radio and television, in Wall Street, 
even in the Weather Bureau. People 
have always sought a key to the 
future, but despite the mass of 
palm-reading, 
taking and 
everyone must take care of his own 


star-gazing, poll- 
general analyzing, 
future if he expects to have any; 
and so must every industry. That 
is why the various compilations of 
industry-wide statistics are so im 
portant in helping to point the path 
to follow for our future well-being. 

In casualty insurance, for ex- 
ample, industry-wide loss ratios on 
automobile liability lines in Massa- 
chusetts clearly marked the road 
ahead. They demonstrated at the 
outset that compulsory motor ve- 
hicle coverage was not good for the 
business, and they confirmed that 
fact year after year, down to the 
present. The annual tallies of auto 
liability experience in Massachu- 
setts also helped us to make a 
strong stand in opposing the ex- 
tension of compulsory car insurance 
to other states, for they offered 
convincing evidence to fair-minded 
legislators that the compulsory 
principle was dubious at best. 

In addition, industry-wide statis- 
tics have aided tangibly in the 
preparation of the Association’s 
public relations material. This has 
Continued on page 8&8 
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Rate of Interest Earned on Life Funds Since 1872 


The chart below graphs the gross rate of interest earned on mean invested funds for all 
life insurance companies shown in The Spectator's Life Insurance Year Book since 1872. 
Along with the rate for each year are shown a line for the rate on the preceding five years 
and another for the rate earned on funds over 20 years. The table at right lists these 
rates for alternate years 
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Source: The Spectator Life Insurance 
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or Industrial Safety 
udy the Whole Man 


O go back a few years, Ameri- 
can industry, in controlling and re- 
ducing the frequency of compensa- 
tion cases, has done a most wonder- 
ful job. The frequency today is but 
a very small percentage of what it 
was 25 to 30 years ago. It used to 
be that when we invested $100 in 
safety we got several hundred dol- 
lars in return value. In the last 
few years, however, the safety 
movement seems to have reached a 
relative plateau so that doing more 
of the same thing no longer brings 
to us the same big returns. 

Now, what did those early safety 
recommendations cover? They 
were the guarding of machinery, 
the changing of the method of do- 
ing the operation, foreman train- 
ing, employee education, inspection 
work, and the like. These things 
have all been done pretty well by 
the average business and continua- 
tion of more of the same doesn’t 
seem to give us a similar return. 


Remaining Frontier 


But—to me at least—there is one 
frontier left in safety work. This 
is “the whole man.” We had been 
accustomed during the early years 
to doing successful safety work 
without much consideration of the 
individual. Today I think we have 
to consider that there are some in- 
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By WILLIAM H. SEYMOUR 


Senior Vice President 
Liberty Mutual Insurance Company 


dividuals who, at some time, have 
“two left feet.”” Regardless of how 
well you design the guard or 
method at this particular time, 
they will get hurt. 

Now, what do you do about it? 


body in production, everybody in 
safety, everybody in personnel or 
industrial relations work seems to 
do his job better. 


There are a lot of things you can Reach the Individual 


do. Many years ago, I turned to To carry this thinking a step 
occupational medicine and the build- further—and I do not intend to 
ing of in-plant medical and nursing talk on psychology since I am not 
programs on a part or full-time qualified by training in this regard 
basis. I figured this was the best we generally find in our work 
way to reach the individual. And with our customers that the way 
it brought you reach the individual is not by 
doing things for him but rather 

Continued on page 92 


considerable success. 


Somehow, these medical people act 
as sort of “catalysts” in that every- 


In this article, excerpted from Mr. Seymour's remarks before the Connecticut Safety 
Society in June, the author mentions the drop in the industrial accidental death rate. 
Metropolitan Life's Statistical Bulletin (October 1957) cites these figures to prove the 
remarkable progress in this field. 

"American industry has been eminently successful in reducing the frequency of accidental 
death on the job. Although the number of employed persons in the United States has 
increased by about |5 million in the past 15 years, the loss of life in occupational acci- 
dents has decreased by nearly 3,000—from 17,000 to little more than 14,000. The occupa- 
tional accident death rate per 100,000 workers decreased more than one third between 
1939-41 and 1954-56, that is, from 36.9 to 23.9 .... 

"The transportation industry provides a notable example (of an improved safety 
record). The occupational accident death rate for railroad engineers, firemen, conductors, 
brakemen, and other trainmen, as a group, dropped from 136.2 per 100,000 in 1939-41 
to 47.3 in 1954-56, or nearly two-thirds... . 

"In the past I5 years, workers in the petroleum industry, despite the potential hazards 
of fire and explosion, have experienced a reduction of more than two-fifths in their 
on-the-job accident fatality and permanent total disability rate. The rate for all depart- 
ments combined—including exploration, drilling, and refinng—dropped from 31.9 to 
18.0 per 100,000 between 1939-41 and 1954-56... . 

"The accident death rate among coal miners in the United States decreased from 
230.6 to 166.7 per 100,000, or more than one-fourth between 1939-41 and 1954-56." 
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A Great Sales Team 


reaches New Highs 


190, or 1 in 8.1, 


of our full-time representatives are 1958 MDRT Members 


237, or 1 in 6.5, 


of our full-time representatives are CLUs 


596, or 1 in 2.6, 


of our full-time representatives received the 1958 NQA 





$29,712 was the average earnings of our 100 leading 
producers 


$12,488 was the average earnings of the 615 men with 
us five years or longer, with one in six earning over 
$20,000 


118 representatives placed over $1,000,000 Ordinary 
in our Company 


100 leading producers sold an average of $1,454,004 
per man 


21.9% of Company’s Ordinary sales were placed by 
representatives in their first and second contract 
years 


Sassachusetts Mutual 


LIFE INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 


The Policyholders’ Company 
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INVESTMENTS 


A Summer Trend Can 
Be a Favorable Omen 


By ERVIN L. HALL 


Partner, Davis and Hall 
Investment Management 


OST of us are not too ambi- 
tious during the late sum- 
mer days. Certainly no 

weighty investment problem is 
sought out for solution, or to pass 
the time away. At best, we may do 
a little summer dreaming on what 
we might have done a few months 
ago, mixed with some thoughts as 
to what the fall months may bring 
in the way of better business. We 
all have these moments of relaxa- 
tion when, for a while at least, no 
one bothers us and we can do a 
little meditating. 


Business Down, Market Up 


If we catch such an opportunity, 
it would be intriguing to ponder on 
all the commotion, confusion, claims 
and counter claims to which we 
have subject these many 
months on the state of the economy. 
Then there is the equally intrigu- 
ing question as to why the stock 
market goes up when 
trends are obviously down. 

To look first at the 
slowdown, many eminent 
mists expected this slow down to 
snowball into something more seri- 
ous before now. They did not ex- 
pect the men and women, the boys 
and girls, the employed and the un- 
employed throughout the country 
to continue to spend money at a 
consistently high rate. They ex- 
pected the home folks to become 
worried over jobs and income, but 
the home folks thought differently 

First of all, business has been 


been 


business 


business 


econo- 
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spotty, not over all bad. Wages and 
salaries have not come down. As a 
matter of fact, many have gone up 
due to automatic clauses in wage 
agreements made a couple of years 
ago. Then the government jumped 
in with increases for many public 
workers, including the armed ser- 
vices and postal employes. 


Taking Out the Sting 


In those sections where business 
has been bad, unemployment checks, 
severance pay, payments under the 
annual wage agreements that exist 
in the auto and other industries, 
and social security for those who 
have reached 65, all helped to take 
the sting out of the loss or curtail- 
ment of a job. Then, strange as it 
may seem, the public in general 
does not appear to be worrving 
nearly as much about the adjust- 
ment as the economists. The home 
folks apparently see a bright hori 
zon of things to come, and with a 
backlog of savings and unemploy- 
ment assistance, are not going to 
worry themselves unduly espe- 
cially during nice summer weather 
when vacations are in order any- 
way. 

Even though the folks may not 
know too much about the indices 
and trends watched so closely by 
the economists, they may be wiser 
than they know. It is sometimes a 
blessing not to be hampered by the 
facts, that is, 
which can come close to being con 


facts—too many 
fusing. For instance, there are good 
facts and bad facts. We have a 
national tendency to concentrate on 
the bad ones when times are less 
than prosperous, and on the good 
ones when the skies seem clear. 
30th tendencies can be confusing. 
At present, despite the gloom there 


are a number of trends that have 
persisted in being favorable and 
they do have an effect on our ac- 
tivities. 

Debts are being paid off by both 
individuals and business and yet 
there is ample credit for those who 
need it. The Government has seen 
to this with its easy money policy, 
guided by the Federal 
Even with being 
savings have continued to mount 
and personal income has remained 
on a high plateau. The turnover of 
money, as evidenced by bank debits, 
has been consistently high during 
all the business slowdown. This is 
obvious, otherwise con 
sumer purchases would not have 


Reserve. 


debts reduced, 


because 


kept consumer goods industries in 
such a prosperous state. 

All these facts are money facts, 
and money is one product that is 
being used even though it is in 
ample supply. Perhaps the home 
folks sense this flow of money and 
realize that since “money makes 
the mare go,” prosperity will short- 
ly return. 

At this point some economist is 
sure to shout, “That is the basic 
trouble, a loss of respect for money, 
which leads to inflation and col- 
lapse.” True, making money cheap 
is dangerous, but it has been done 
throughout history and somehow 
we build anew. Most everyone—the 
politicians included, of course 
prefers cheap money to a real de 
pression that would drastically re- 
duce the price level and the public 
purchasing Whether we 
like it or not, money tampering Is 


power. 
an accepted device and investors 
cannot afford to ignore it. 


Good Reports from Staples 


So, with money such a dominant 
influence, many other economic in 
dices may come into line and ever 
all business activity return once 
more, with not too much harm to 
the country as a whole. It is a fact 
that our slowdown has been spotty, 
with many industries experiencing 
no slowdown at all. We all know 
what good reports have been turned 
in by the drugs, tobaeccos, food 
chains, confections, public utilities 
and finance companies, to name a 
few. All consumer items it is true, 
but the home folks had to have con 


Continued on page 68 
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fidence in the future and money to 
spend to produce such results. 

So much for the confusion, com- 
motion, claims and counter claims 
regarding the outlook for the econ- 
omy. Certainly not all influencing 
factors have been covered, but then 


is just a summation of relaxed 
summer thinking, but maybe we 
should not forget the power of 
money come fall and a return to the 
more active life. 

Now as to why the market has 
been going up since last October, 
even though the business outlook 
has been drab. There is, of course, 
a chance the market may be re- 
tracing some of that advance by 
the time you read this article, but 


we are not trying to conjure up an 
expansive economic treatise. This 


even so the advance has been most 
impressive. The reasons, as they 
‘ome through a summer haze, may 
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be either the bright spots that have 
persisted all along in the economy, 
or, once again, that important fac- 
tor—money. We have gone over a 
number of the bright spots that 
have insisted on remaining favor- 
able and it is just possible that they 
have been strong enough to offset 
the decline in metal prices, indus- 
trial building and the slump in 
steel and auto demand. Anyhow 
the recession has not spiraled-—up 
to now—and each day adds greater 
strength to the foundation, so may- 
be the market has seen dimly 
through the mist of economic 
theory and caught a glimmer of 
better times not so far ahead. 


Plenty of Money Around 


Then the second factor—monev 
——must not be ignored. There is 
plenty of it around seeking a way 
to make a living. Times aren’t as 
good as they were a year ago, when 
money could earn 314 per cent on a 
thirty- or sixty-day acceptance. 
The Federal Reserve has made 
money plentiful through the banks 
by reducing reserve requirements 
several times and lowering the re- 
discount rate. It has even been 
friendly to the market by reducing 
margin requirements. 

Competition for employment 
among dollars is therefore keen, 
and if there is a glimmer of good 
times on the horizon why wait for 
a full sunrise. Institutions, pen- 
sion funds, insurance companies 
and others have a fairly constant 
flow of money looking for some 
place to go to work, If you have 


MEL 
MILLAR’ 


"If you start a substantial twenty-year 


policy for him right now, he can retire 
before he even goes to work." 
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sizeable funds and two years or so 
from now you can visualize a boom 
in progress, you may want to put 
some of those dollars to work now; 
you will have other dollars coming 
along a little later and if the mar- 
ket is digesting its gains you can 
buy at a lower price. The long 
term view is what intrigues many 
an investor today. Common stocks 
have a place in that future, with 
the purchasing power of today’s 
dollars not likely to be stabilized or 
improved. 

Of course you have to be careful 
in your selections. Boom or no 
boom, all companies are not going 
to prosper. Certainly the erosion 
in the purchasing power of the 
dollar is not going to result in all 
companies making more money. 
Management, finances and product 
are the necessary ingredients of 
success, whether the dollar is faith- 
ful or wayward. 


Benefit of Collected Thought 


All these summer musings may 
not produce the right answer, but 
they do have the benefit of calm 
and collected thought, unhurried by 
the din of opinion from innumer- 
able sources. They can be the dis- 
tillation of all you have picked up. 
thought about and tucked away in 
your subconscious during the ac- 
tive fall, winter and spring months 
that have passed. Regardless of 
what your conclusions may be, your 
thoughts will be better organized. 
You may see fewer trees and more 
of the promise of the forest, from 
your meditations, 

A tree does not grow to heaven, 
as we all know, but there are some 
trees in the market place that have 
grown little during the past nine 
months. Many of them may still 
have the vigor of youth, once their 
particular cycle turns favorable. 
Such as these are apt to be the 
market leaders when the present 
glimmer of prosperous times shows 
more of a glow. Then the steady, 
less cyclical stocks, the present mar- 
ket favorites, will show a smaller 
profit and lower income to stubborn 
investors. Yes, selection is impor- 
tant, and it varies with the times. 

So concludes one investor’s sum- 
mer meditations. May they spark 
some relaxed thinking among 
others. 
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VERDICT 


Tennessee State Court Rules 
Parking Area Not Highway 


By LUKE A. BURKE 


Member New York Bar 


Death on a Public Highway 

Since this is being written on the 
July 4th weekend, and with all the 
admonitions about the death tolls 
on our highways, the following case 
is certainly apropos. 

The insured was driving his car 
on a straight stretch of road at a 
reasonable rate of speed. For some 
unknown reason he drove his car 
across the center line of the road 
and onto a gravelled area used by 
customers of Usary’s Grocery store. 
His car struck a building and he 
was killed. The gravelled area was 
used as a parking area and also a 
turnabout spot. Any members of 
the general public could use it with- 
out objection. 

The policy covering the insured 
provided for accidental death pay- 
ment if the accident occurred on a 
“public highway.” The question in 
the case was whether this accident 
occurred on a public highway. The 
trial court held that it did. The 
court of Appeals affirmed the trial 
court. However, the Supreme Court 
reversed the lower courts because: 

“There is no evidence of any 
formal dedication of Usary’s prop- 
erty to public use; nor of any 
evidence that the public authorities 
had ever expended any work, labor 
or materials on same; nor is there 
any evidence of a dedication by im- 
plication from any adverse claims 
of the public of the right to use 
said property; nor any evidence of 
long continued use by the public. 
The record is simply silent as to 
anything other than the fact that 
Usary has these two businesses and 


provides parking space to his cus- 
tomers and does not object to any- 
body driving in or out. 

“We are of opinion that there is 
no ambiguity about the ordinary 
meaning of the expression ‘public 
highway.’ We think there can be 
no doubt that the common under- 
standing of a public highway is 
such a passageway as any and all 
members of the public have an 
right to use as distin- 
guished from a permissive privi- 
lege of using same... 


absolute 


Won't Create Ambiguity 


“Tt is pertinent to observe also 
that the rule of ambiguity and con- 
struction against the insurer does 
not permit a court to create an 
ambiguity where none exists. 
Brown v. Tenn. Auto Ins. Co., 192 
Tenn. 60. 

“Also a court should not emascu- 
late a contract but should seek to 
arrive at the real intention of the 
parties in the light of the language 
used and in view of the subject 
matter and the circumstances of 
the execution of the contract... . 

“It is our view that the place 
where the insured met with this 
fatal accident was not on a public 
highway as stated in the policy con- 
tract but was on the private prop- 
erty of Usary and hence the acci- 
dent is not covered by the policy 
contract. 

“To hold otherwise would seem 
to us to be injecting into the law 
a doctrine of far reaching and un- 
foreseeable consequences and in vio- 
lation of established principles in 
this day of off-street parking re- 
quirements for business places as 
well as churches. Such a doctrine 
if carried to its logical conclusion 
could just as well include the in- 


terior of a store as well as the ex- 
terior parking and driveway facili- 
ties. It is suggested that it would 
come as a distinct surprise to any 
citizen to be told that the parking 
area around a supermarket or fill- 
ing station is a public highway.” 
(Standard Life Ins. Co. v. Hughes, 
Tennessee Supreme Court, June 6, 
1958.) 


What Is Occupational Injury? 


The deceased was one of 600 
Mexican workers employed during 
the summer of 1956 under a labor 
contract. They were to work for 
members of a co-operative labor 
association and were to be returned 
to the reception center at Hidalgo, 
Texas, when the working period 
finished. A policy of health, acci- 
dent and life insurance was taken 
out for each worker as required by 
the migratory labor treaty and reg- 
ulations between the United States 
and Mexico. The policy defined an 
occupational injury as one arising 
“solely out of and in the course of 
employee’s occupation or employ- 
ment for gain or profit.” 

The deceased, an agriculture 
worker, was riding in a truck back 
to the reception center when an ac- 
cident happened and he was killed. 
The company felt that the death 
was not caused by an occupational 
injury and refused payment on that 
basis. Suit was brought against the 
company by the heirs and the Mexi- 


can consul. 


Court Finding Sustained 


The court held that the death was 
covered by the policy, saying: 

“By its first point, appellant 
(company) contends that the court 
erred in its finding that the de- 
ceased, Pablo Mata, was killed as a 
result of an occupational injury as 
defined by the policy of insurance. 
We overrule this contention. The 
policy defines an occupational] in- 
jury as being one arising ‘solely out 
of and in the course of employee’s 
occupation or employment for gain 
or profit.” While it is true that the 
deceased was not actually engaged 
in any work at the time he was 
killed, yet the question of occupa- 
tional injury is a question of fact 
to be determined, not from the 
terms of the policy but by the con- 
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tract of employment and the facts 
surrounding the case... . 

“The Standard Work Contract 
signed by the employer, the worker, 
a representative of the Government 
of Mexico and a representative of 
the Department of Labor, provided 
that the transportation of the Mexi- 
can worker from the _ reception 
center at which he was contracted 
to the place of employment and re- 
turn to the reception center, as well 
as food, lodging and other neces- 
sary expenses en route, shall be 
paid by the employer. The Con- 
tract, on page 5, also provided, 
‘Upon termination of this Contract, 
the worker will be returned to: 
Hidalgo Reception Center.’ 


Covered During Transit 


“Pursuant to the terms of this 
Contract, the employer in a truck 
selected by him and belonging to 
one of the Association directors 
and being driven at the Associa- 
tion’s instructions, proceeded to 
transport Mata and twelve other 
braceros to the Reception Center at 
Hidalgo, which was located sixty 
miles from the place of employment. 
There was no other means of trans- 
portation available to the Center. 
The Association which contracted 
the braceros was still responsible 
for them until they had been de- 
livered at the Center and a clear- 
ance received there. 

“On the return trip to the Center 
at Hidalgo, the workers were under 
control of the Association’s agent, 
and were insured from the time 
they were contracted at the Center 
until they were returned to the 
Center and a manifest issued to 
appellant. 

“The rule seems to be settled in 
Texas that where transportation is 
furnished by the employer as a part 
of the contract of employment and 
the employee is injured or killed 
during the course of said transpor- 
tation, he is in'the course of his 
employment.” (Mercury Life Ins. 
Co. v. Mata, Texas Court of Civil 
Appeals, Jan. 28, 1958.) 


. 
What Is an Explosion? 
The insureds were the owners of 
a store in Uvalde, Texas. They sued 
their insurance company to recover 
Continued on page 72 
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Verdict 


Continued from page 71 


upon two policies protecting the 
premises against loss by reason of 
explosion. 

On the night of July 12, 1956, an 
accident occurred in the. store, 
which the insureds claim was an 
explosion, and as a result the store 
was flooded with water and dam- 
ages ensued. The trial resulted in 
a judgment for the insureds and 
the company appealed. The basis 
of the appeal was that the accident 
in the store was not an explosion. 


Water All Over 


Sometime during the night of 
July 12 a hose became disconnected 
from a pipe and water flowed all 
over the store. The store was closed, 
no one was there and the condition 
was not discovered until the next 
morning. There was an air con- 
ditioner in the store and water cir- 
culated through it up to a cooling 
tower on the roof, then back to the 
air conditioner. The hose that was 
fastened to the pipe was a part of 
this circulating system, and it was 
fastened by a clamp that could be 
tightened by turning a screw. 

When the store was closed on the 
night in question, this union was in 
good shape and there was no leak- 
age, but the next morning the tube 
and pipe were disconnected. Some 
of the witnesses, in describing 
what they found the next morning, 
stated that the hose was “‘blown off” 
the pipe. There was a pump which 
caused the water to go up to the 
cooling tower, and one witness ex- 
pressed the opinion that this pump 
built up the pressure in the pipe 
until it blew off the hose. One wit- 
ness said that, from the way it 
sprayed water all over the place, it 
must have come off suddenly. Since 
no one was present when the acci- 
dent happened, no one knew 
whether it had made any noise 
when the hose was blown off. 

The appellate court affirmed the 
judgment for the insureds, with 
this reasoning: 

“The trial court found that there 
was an explosion, and the question 
is whether or not there is sufficient 
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evidence to support the finding. We 
find many definitions of what is 
meant by an explosion. What was 
said by Judge Atwell in Bower v. 
Aetna Ins. Co., 54 F. Supp. 897, 
covers the subject about as well as 
anything we have found. He said: 
“Such authorities as the court 
has been able to discover seem to 
agree that the word ‘explosion’ is 
variously used and is not one that 
admits of an exact definition and 
has no fixed and definite meaning, 
either in ordinary speech or in law. 
It seems to be a general term un- 
limited in its application. 35 Corpus 
Juris Secundum, p. 215. That 
authority, supported by citation, 
also observes that ‘its general 
characteristics may be described, 
but the exact facts which constitute 
what we call by that name are not 
susceptible of such statement as 
will always distinguish the oceur- 
rence.’ It seems that the violence 
~ of the explosion and the vehemence 
, of the report vary in intensity. An 
explosion is an idea of degree and 
the true meaning of the word in 
each particular case must be settled, 
not by any fixed standard, or ac- 
curate measurement, but by the 
common experience and notions of 
men in matters of that sort. It is 
also said that the term is to be 
construed in its popular sense and 
as understood by ordinary men. 


Bursting vs Rupture 


““In a broad sense it has been 
defined as meaning the act of ex- 
ploding, bursting with a loud noise 
or detonation; a shattering by a 
sudden and intense pressure in dis- 
tinction to rupture; a sudden burst- 















General Agency opportunities available! 


ing or breaking up or in pieces, 
from an internal or other force. 

““Authorities also cited make 
‘explosion’ synonymous with 
‘bursting. . .. 

“<“Cireuit Judge Adams, in B. 
Roth Tool Co. v. New Amsterdam 
Casualty Co., 8 Cir., 161 F. 709, 713, 
said that it was futile to split hairs 
as to the technical meaning of the 
word ‘explosive.’ That observation 
was not directed upon a point simi- 
lar to that here presented, but it is 
applicable in the sense that the 
plaintiff pleads circumstances, 
which, if established by testimony 
to be facts, would demand the sub- 
mission of the issue to the jury as 
to whether what happened was the 
result of an explosion. 


Liberal Construction 


“*The application of a force from 
within the radiators, or the pipes, 
could not resist, and burst, or ex 
ploded is apparently what happened. 
If ‘bursting’ is synonymous with 
‘exploding’ then there would be 
liability. The trend of current 
thought being that bursting, as of 
a boiler, for instance, or a pipe, is 
commonly considered to be an ex- 
plosion, must be read into the con- 
tract between the plaintiff and de- 
fendant, the plaintiff being entitled 
to a liberal construction of the 
policy which was written by the 
defendant.’ 

“There was sufficient evidence to 
support the trial court’s finding 
that there was an_ explosion.” 
(Millers Mutual Fire Insurance 
Company of Texas v. Schwartz, 
Texas Court of Civil Appeals, April 
2, 1958.) 
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MARKETING BRIEFS 


Year of Reckoning and of 
Opportunity for Sound Growth 


By MEL BLACKBURN, CPCU 


@ EVERYBODY SAYS this is the 
vear of the hard sell. Imagination 
also helps. There has never been a 
period of recession, depression, or 
slow growth that some fresh think- 
ing hasn’t found a way to turn the 
times to advantage. 

This is the year with a natural 
climate for the development of 
ideas. True, some markets for old 
products and services are tired and 
sophisticated—drying up. How- 
ever, over-all consumer income is 
suffering little . in fact, liquid 
savings are rising more rapidly 
than consumer debt. 

This is the year between eco- 
nomic booms, a transition from in- 
flated postwar booms based on de- 
ferred demand to a new boom based 
on dynamic population growth and 
a revolution in industrial technol- 
ogy and in methods of distribution. 

This is the year when insurance 
clients—both commercial and _ per- 
sonal lines—are most receptive to 
your “blocks” of coverage, “pack- 
ages” of protection 
protection, minimum cost. 

This is the year of opportunity 
for the sound growth that lies 
ahead . . . the most efficient equip- 
ment, the most modern plant and 
the best production organization 
that can be devised. This is the way 
to fight higher costs and avert a 
resumption of inflation. This is 
also the way to ensure that you will 
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be ready for your new markets di- 
rectly ahead. 


e “I BOUGHT a ten dollar ad in 
the Homecoming Number last fall,”’ 
says Mr. Alert Agent. “Never 
heard a thing from it. I guess ad- 
vertising is not for me.” 

This kind of unplanned adver- 
tising is like winking at a pretty 
girl in the dark. Little, if anything, 
comes of it. 

Before making any specific rec- 
ommendations, a professional ad- 
vertising counselor would suggest 
to Mr. Alert that he ask himself 
these several questions. What does 
he hope to accomplish by advertis- 
ing? In what sort of community 
is he located? What is the local 
economic picture, now, and for the 
future? Who and where are his 
prospects? Is he well established 
in the community, or is he relative- 
ly unknown? How much can he 
spend on advertising? What is the 
quality of available advertising 
media? How much time can he 
devote to following up favorable 
impressions he creates? Does he 
capitalize on the prestige of his 
companies? Can he coordinate his 
sales efforts with association and 
company sales aids and _ national 
advertising ? 

According to the, answers to 
these questions, an effectual and 
economical ‘advertising campaign” 
can be planned, and the allied arts 
of publicity (gaining recognition) 
and public relations (winning peo- 
ple’s confidence) put to work. 


e@e FALL SPECIALS. Automobile 
repair shops, parts and accessories 


stores are in an expanding market 
caused by a record number of older 
vehicles in use. Many cars are near- 
ing major overhaul age. 

Bakeries and food stores have 
high sales volume (people are eat- 
ing well these days). Raw material 
costs are down; labor costs are 
steady. These prospects are highly 
sales promotional-minded, and are 
interested in employee benefit pro- 
grams. 

Dairy products, especially the 
high margin related lines, are in 
strong demand. You can anticipate 
manufacturers diversifying both in 
product and in territory. 

Electrical appliances are in an 
“up” market—especially air condi- 
tioners, freezers, clothes dryers, 
garbage disposal units, dishwash- 
ers, and the like. Despite keen com- 
petition, the standard household 
appliances are moving, sales being 
for replacement as well as for new 
family demands. 

Office equipment firms serve busi- 
ness’ basic need for time and labor- 
saving equipment because clerical 
costs continue to rise and paper 
work becomes, as always, more com- 
plex. Sales should approximate last 
year’s record volume. 

Stationers—pen and pencil poised 
—are bracing themselves for the 
upcoming mammoth back-to-school 
movement. 

Baby food, clothing, and furni- 
ture, medicines, toys, ice cream, 
soft drinks, chewing gum and 
sandy are important products in 
the opinion of an important seg- 
ment of our population — children 
under ten. 

Power lawn mowers and power 
tools, high fidelity phonographs, 
boats, luggage, jewelry, watches, 
sports clothing, drugs, tobacco, 
shrubs, insect sprays, magazines, 
radio and TV time sales, snack 
foods and patio furniture, all are 
products of divertissement reflect- 
ing the special interests of growing 
segments of our population. 





e IF YOU DEPEND ON others to 
buy from you without your initiat- 
ing, promoting and otherwise ef- 
fecting action, there is danger of 
an inadequate sale, a disadvantage- 
ous sale, or “no sale.” 

No place in today’s market for 
the personal salesman? Indeed! No 
matter how simple the sales trans- 
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action (even when it is a willing 
purchase of a common item to sat- 
isfy a fundamental need—even 
when the entire initiative is on the 
part of the most eager buyer—even 
in the temples of “serve-yourself- 
and-save”—even when it violates 





This multi-million 


every rule of scientific marketing dollar agency 
and sound economics in this bright builder booklet, 


new era of distribution), no one 

has yet found a better medium for the Umbrella Plan, 
boosting sales than the truly in- 
spired personal salesman. 

Why? The personal salesman— 
and he alone—has his sights on the General Insurance Firms 
men who can say “yes.”’ 

e WHEN THE MECHANICAL 


is reserved for: 





\ now paying for more than 
< $10,000 annually in 


Full Time Life men Life premiums 


HEART of a business fails, every- If you can meet the above qualifications, you will be interested in our 
thing, including continued profits, GENERAL AGENCY OPPORTUNITY which features top com- 
is lost. The importance of insuring pensation, super market coverage in Life, A&H, and Group insurance, 
Business Interruption hazards in plus liberal practices and practical sales helps. 

connection with Boiler and Ma- AVAILABLE ONLY IN: 


chinery insurance is often over- ; 
: , Maine —New Hampshire — Vermont — New Jersey — Pennsylvania — Delaware — Maryland 


looked. Washington, D. C.—Virginia—North Carolina—Florida—Ohio—Indiana—lIllinois—Kentucky 
Your prospects are not necessari- Michigan—Minnesota—Missouri 
ly major industrial organizations WRITE: Bill Good, V. P. 





and large business _ institutions. 
Some of your best prospects are a 
right around the corner—small on 


manufacturers, apartment houses, 
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laundries, hotels, dry cleaners, 5 Montclair 10, N. J. 
dairies, greenhouses, theaters, hos- 

pitals, churches, clubs, schools, re- 

tail stores, office buildings, and the 

like. For your convenience .. . 

They’re giving their machinery, The reply card on page 81 of this issue can be used to obtain 
boilers, pressure vessels and other additional information about the items which are followed by 
equipment a fall checkup. In re- numbers in both the Products and Services and the Contracts and 
spect to prescribing insurance pro- Policies departments. 
tection, you’re the doctor. 

e RENEW “AS IS.” This matter 

of renewing automatically all auto- 

mobile policies without first talking 

with the insureds, and then mail- PIONEER Since July 1, 1945, thousands of policies 
ing the renewals in the hope that protecting many of the country’s leading 
most of them will stick, sacrifices of 


bids lawyers and law firms have been written by 
the lamb of efficiency on the altar 
of speed. The commission on al- 
most any auto policy (even at re- 


Lawyers this Company. For claim and underwriting 


know-how based on more than a generation 


duced percentages) is a good day’s Professional of experience, consult your local agent. 
pay and it shouldn’t be booted a oma Pp ras : : : 

. rofessional protection with New Amster- 
around. Liability P 


The personal call is valued by dam means a personal, private, confidential 
every production leader of every Insurance relationship. 
insurance company. It is ‘point of 
sale,” a reason for being. He has 
increased his income, decreased the 


cost and the routine of issue. He 
has plugged up holes in coverage, EXD) DS ip) 
and has nipped incipient competi- ) 
tion before it can flower. 

If automobile is bread-and-butter (Casuinry ( COMDEINY 
business, it deserves meticulous at- 
tention. 
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These Names Make News 


Continued from page 10 


board of National Life of Can- 
ada. Mead is president of Glens 
Falls Insurance and a director 
of the Glenway Corporation. 
Davis is chairman of the execu- 
tive and finance committee of 
Glens Falls Insurance and the 
Glenway Corporation. 

H. Clyde Reeves, executive direc- 
tor of the Kentucky State Fair 
ind Exposition Center, has been 

president of State In- 

Kentucky. He suc- 

Rogers, who 


elected 
surance of 
ceeds Thomas P. 
has resigned. 

Clarence J. Myers, president of 
New York Life, has been elected 
president of the Commerce ind 
Industry Association of New 
York. 

G. Arthur Blanchet, New York 
City attorney, was inducted as 
president of the International 
Association of Insurance Coun- 
sel. Charles E. Pledger, Jr., 
Washington, D. C., was named 
president-elect, taking office 

next vear. 


Now... 


Over Five Billions of 
Life Insurance in Force 
... Without Group or 


Reinsurance. 











her i 
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Roy B. McKinney has been named 
vice president in charge of the 
life division for National Bank- 
ers Life of Dallas. Monroe C. 
Metcalf has been made vice 
president in charge of the dis- 
ability division. 

A. Y. Beaupre, formerly second 
vice president, has been ap- 
pointed vice president of the 
commercial accident health de- 
partment of Michigan Life. 
Harry O. Bourke has been made 
vice president—bank service. 

Roylance Russell McCloy, former 
president of General Appraisal 
Co., died May 3 in Seattle. 

Henry C. Kilian, 60, secretary of 
America Fore, died May 11 
after a short illness. 

Harry W. Healey has been elected 
president of the Society of In- 
surance’ Brokers, succeeding 
Phillip W. Rainey. Henry Doble 
was elected first vice president. 

George C. Boddiger has’ been 

elected director, vice president 

and general manager of the 

Companion Life of New York. 

Walter Martineau will continue 

as executive vice president in 
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American Equitable Assurance Company 


Globe & Republic Insurance Company 


Merchants and Manufacturers Insurance 


Company of New York 


New York Fire Insurance Company 


Corroon & Reynolds Group 


92 WILLIAM ST., NEW YORK 38, N. Y. 


charge of group insurance. Mr. 
Boddiger continues as assistant 
treasurer of Mutual of Omaha. 

Douglas C. Moat, CLU, has been 
made director of agencies for 
the U. S. for National Life of 
Canada. His headquarters are 
at Glens Falls. 

Mrs. Charlotte Jackson has been 
made assistant secretary of 
Hearthstone Insurance, Boston. 

Howard L. Fitzsimons has been 
made head of the law depart- 
ment of Prudential’s Northeast- 
ern home office. He was pre- 
viously assistant general solici- 
tor at the Newark home office. 

Bert van Uitert has been made 
marketing research manager for 
New England Life, Boston. He 
had been market analyst ‘or 
B. F. Goodrich in Akron, Ohio. 

Raymond W. Hillman is manager 
of life underwriting for &m- 
ployers’ Life of America, new 
affiliate of the Employers’ 
Group. 

Philip Lally has been appointed 

Manhattan Life. 

Previously, he was manager of 

the statement and research unit 

of the accounting department. 


controller of 





of New York 


Organized 1918 


of America 
Established 1862 


Organized 1849 


Incorporated 183? 
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Coverages and Forms 


Continued from page 61 


The Burglary Policy provides 
coverage while premises” are 
closed for business. Liquors may 
be stored in locked rooms and be 
“burglarized” while the hotel or 
club is open for business. The 
policy should be corrected to 
cover while the main premises are 
open for business. 

Innkeepers Liability Policy 
The laws of each state vary and 
the hotel keeper must determine 
the extent of his statutory liabil- 
ity. Innkeepers Legal Liability 
Policies are designed to at least 
comply with such liability. Often 
the policy provisions exceed such 
limits. Additional protection can 
always be secured for an extra 
premium. Other policy improve- 
ments include the removal of the 
deductible, coverage on vehicles, 
insurance for guests’ laundry in 
the assured’s custody, etc. 

Inland Marine Policies are 
sometimes purchased to insure 
exposures usually covered under 
burglary forms. Some of the risks 
which may be insured under float- 
ers are: 

Packages accepted for guests 
and members; Laundry of As- 
sured and guests, on the premises, 
in transit, at cleaners and laun- 
dries; Check rooms and lockers. 

Works of art in lobbies, tro- 
phies, silverware, property of 
others on exhibition, property 
loaned to the hotel or club. 

Lack of space requires that this 
resume be limited. A complete 
survey would cover many pages. 
In this analysis we are restricted 
to mere mention of some ex- 
posures and coverages, others have 
been omitted entirely. 

We might mention that Busi- 
ness Interruption Insurance 
should be written on Form 1 and 
limited to the operation of the bar 
and grill, to supplement the Rent 
Insurance. Boiler and Machinery 
Insurance seldom presents any 
problems, adding the ‘repair or 
replace’ rider would practically 
eliminate depreciation as a fac- 
tor in the adjustment of any loss. 
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NEW PRODUCTS AND SERVICES 


Agency Bookkeeping Manual 
Gives Accounting Tips 


The American Agency Manage- 
ment Bureau, Washington, D.C., 
offers a booklet, ‘Insurance Agency 
Accounting Manual,” written by 
Robert Burns. Book was designed 
to help save bookkeeping time and 
using AAMB forms for 


records. 


costs by 
keeping 
suggestions 


There are also 
for speeding up col- 
lections, avoiding transcription er- 
rors, and setting up filing systems. 
Price is $2. 


For Further Information Circle 77 on Card 


NY Workmen's Comp Rating 


One of the features of the annual 
meeting of The Self-Insurers Asso- 
ciation in December, 1957, was an 
address by Dr. L. A. Hulbert, Beth- 
lehem Steel Company, on rating 
procedures under the New York sys- 
tem of workmens compensation. 

The Association has prepared a 
second printing of the speech in 
booklet form. Finding the varia- 
tions from normal, claimed to be 
due to injury, is the first and most 
important step in the procedure. 
This Dr. Hulbert discusses in de- 
tail. He covers amputations, func- 
tional defects, joint defects, and 
non-schedule functional losses. 

Single copies of the 16-page book- 
let are offered free. 


For Further Information Circle 78 on Card 


New Wallet Rate Book 

A new edition of its wallet-size 
Fact Book is offered by Beneficial 
Standard Life. 

Tables on taxes, compound in- 
terest, compound discounts, mort- 
gage repayments, and life expect- 
ancy help any insurance man. The 
revised edition gives individual and 
joint income tax tables: Social Se- 
curity benefits, and rates of impor- 
tant life plans. 


For Further Information Circle 79 on Card 
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USE REPLY CARD ON PAGE 81 

For more information on one or more of these 
items, tear out the reply card. Circle on it the 
number or numbers matching the figures following 
each item in which you are interested. Fill in the 
blanks, sign your name and mail the card. 

This reply card is not an order blank. Please do 
NOT send money to THE SPECTATOR. Card merely tells 
the supplier that you want, without obligation, more 
information about his product or publication. 


Dry Chemical for Lathing Job 


Guarding against the unexpected 





is a low cost automatic dry chemi- 
cal extinguisher for use at auto- 
matic chucking and lathing opera- 
tions. Oil cooling baths in these 
operations can be highly flammable. 
If fire should occur, a fusible metal 
link melts and starts the extin- 
guisher, flooding the interior of the 
enclosure with 30 pounds of dry 
chemical. Ansul Chemical Company 
is the manufacturer. 


For Further Information Circle 80 on Card 


Safety Supplies from NBFU 

Once again the National Board 
of Fire Underwriters is offering 
literature, posters, educational 
booklets and other materials for 
use during Fire Prevention Week, 
set for October 5 to 11. 

The Board will send out on re- 
quest a brochure describing all the 


items available. An order blank is 
with the brochure. 


For Further Information Circle 81 on Card 


Weather and Earthquakes 


The summer issue of the quar- 
terly Weather Research Bulletin, 
issued to insurance executives by 
Stewart, Smith, contains as a sup- 
plement a world map of major 
earthquakes from 1904 to 1955. In 
an inset map are U. S. West Coast 
earthquakes from 1950 to 1955. One 
of the articles in the bulletin de- 
scribes typhoons of the North 
Pacific. 

Executives in any branch of in- 
surance are invited to add their 
names to the company’s mailing list 
for this publication. 


For Further Information Circle 82 on Card 


Insurance Guide for Cities 


The Florida Association of In- 
surance Agents has published a 
comprehensive “Insurance Guide 
for Municipalities.’ This is the 
second in a series of books to help 
agents look after the insurance 
needs of cities, towns and boroughs 
in Florida. Various chapters dis- 
cuss selection of representatives 
and companies, and the types of 
coverage needed. Price is $2. 


For Further Information Circle 83 on Card 


Safety for Older People 

“Getting on—Safely,” an off-the- 
job pamphlet aimed at making life 
safer for oldsters, has been pub- 
lished by the National Safety 
Council. 

The four-color, 12-page pamphlet 
emphasizes the special aids (grab 
bars by the bathtub, for example) 
and safety habits (be sure to check 
for cars coming around the corner ) 
that can help prevent accidents to 
elderly persons. 

“Getting on—Safely” has room 
for an imprint of a firm name and 
quantity prices may be obtained 
from the National Safety Council. 


For Further Information Circle 84 on Card 


Color Film on ADT Devices 
Color movie, titled “When Every 

Minute Counts,” has been released 

by American District Telegraph. 


Continued on page 80 
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Gets Better FIRE ang BURGLARY Protection 
and SAVES $5,000 a year 








Ralph N. Brodie Company 


San Leandro, Calif. 


Safeguards Its Property 






Ralph N. Brodie Company is a pioneer developer of liquid 
meters and measuring instruments used by the petroleum indus- 
try. Consistent growth since 1927 led to the erection in 1952 of 





soductio™s the company’s large and thoroughly modern plant at San 


° 
ie pirector 





Leandro, California. 





A combination of ADT Automatic Protection Services stands 
guard over the entire premises to detect and report fire, burglary 
and other dangerous conditions. Central Station Sprinkler Super- 
visory and Waterflow Alarm Service safeguards the sprinkler 
system against human failures and summons the fire department 
automatically when water flows. ADT Burglar Alarm Service 
guards doors, windows and vault against unauthorized entry 
and automatically notifies protective forces in case of attack. 

Like the Ralph N. Brodie Company, thousands of business 
concerns from coast to coast use and endorse ADT Automatic 





Protection because they know that it gives greater security for 
property, profits and employees’ jobs than can be obtained other- 
wise, and at less expense. 


Controlled Companies of 


AMERICAN DISTRICT May we show you what ADT can do for you? 
TELEGRAPH COMPANY | 90% prises sc old ne sprinkled unsprin 


klered, an ADT specialist will show you how an appropriate 


Executive Office: combination of ADT Automatic Protection Services can guard 
155 Sixth Avenue, New York 13, N. Y your property, effectively and economically. Call our local sales 
’ yp WY. Fe 


office if we are listed in your phone book; or write to our 


A Nationwide Organization —_ Executive Office. 
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New Products and Services 
Continued from page 78 


Film tells a behind-the-scenes story 
of automatic fire and burglary pro- 
tection. Jerry Fairbanks Produc- 
tions filmed the movie in Hollywood 
in cooperation with the Los Angeles 
Fire and Police Departments. The 
16 mm strip runs for 22 minutes. 
It is available in color for general 
showings and in black and white 
for television. 


For Further Information Circle 85 on Card 


46th Edition of Almanac 
The 1958 edition of “The Insur- 
ance Almanac,” giving facts and 
insurance, is being 
distributed by the Underwriter 
Printing and Publishing Company. 
Company section 


statistics on 


gives officers, 
coverages, and territory of all types 
of companies. Other sections cover 
state insurance departments, insur- 
ance organizations, new companies, 
name changes, and company retire- 
ments. Book contains 1,056 pages 
and sells for $7.50. 


For Further Information Circle 86 on Card 


Floating Floor Assembly 


Floating Floors, Inc., manufac- 
tures a raised floor that can be laid 


directly onto existing floors with- 
out a permanent supporting struc- 
ture. Floor is laid by assembling 
modules 86! inches square which 
rest on adjustable pedestals. When 
laid, the floor can support a weight 
of 275 pounds per sq. ft. 
Pedestals are adjustable up or 
down to compensate for an uneven 
subfloor, and the floating floor per- 


80 


mits free access to the subfloor for 
piping, ductwork and cables. Module 
frames and plates can be cut to fit 
flush against walls, pipes, or other 
structural installations. 


For Further Information Circle 87 on Card 


Desk-Top Laminator 

American Photocopy’s_ ply-on 
laminator is described as the first 
desk-top model for offices. Machine 


= 
permanently covers one or both 
sides of a paper with thin, clear, 
pliable sheets of plastic film, which 
protect and preserve the encased 
document. A push button or foot 
pedal operates it. 


For Further Information Circle 88 on Card 


Transparent Office Mats 

A transparent office chair mat 
called “Floor Show” is made of 
transparent plexiglas, permitting 
the floor covering to show through. 

Mats are manufactured in four 
standard shapes and 36 sizes. Cus- 
tom shaped mats can also be pur- 
chased. A_ patented “‘level-edge” 
eliminates most of the ridge be- 
tween the mat and the carpet. Delta 
Products is the maker. 


For Further Information Circle 89 on Card 


Guide for Food Store Employees 

How to keep food stores safe is 
the subject of a 24-page booklet by 
the Accident Prevention Depart- 
ment of the Association of Casualty 
and Surety Companies. 

The booklet, entitled “Your Guide 
to Safety as a Food Store Em- 
ployee,” is designed for use by 
management, with both new and 
veteran employees. In brief, read- 
able form, the booklet 
safety information concerning a 
wide variety of food store depart- 
ments and operations. 

Those interested can get copies 
by contacting one of the 132 capital 


passes on 


stock casualty insurance companies 
belonging to the Association of 
Casualty and Surety Companies, 


Novelty Key Ring 

A Charm House Key Ring, of- 
fered by the McKenna Company, is 
a sturdy key ring connected by a 
chain to a disk replica of a Cape 
Cod Cottage. Cottage piece is made 
of sterling silver. It is a goodwill 
builder for agents wishing to give 
the item to buyers of furniture and 
home insurance policies. 

ting has a safety lock clasp, and 
the Policyholder’s name can be en- 
graved on the back of the house 
charm. 


For Further Information Circle 90 on Card 


. 
Portable Warning Horn 
Operations such as cleaning of 
chemical and petroleum tanks, tank 
cars and other equipment have been 
made with a 


safer non-electric 


warning horn. Unit can also be 
used to assure proper shut-off of 
pumps. 

Workers entering confined or 
dangerous vapor areas set the tim- 
ing mechanism of the portable unit 
“safe” period. Timer can be 
re-set by hand as often as required. 
Should a mishap occur, a gas charge 
starts a powerful diaphragm horn 
to alert other workers over a large 
area. 


to a 


For Further Information Circle 1 on Card 


New Chart-Pak Tape Patterns 
Chart-Pak, Inc., has added six 


Continued on page 83 
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for more information about numbered 
items under ‘Products and Services,” 
“Contracts and Policies’ and "Bookshelf" 


Executives Bookshelf 


New Edition of Adjusters Manual 

The sixth edition of ‘The Adjuster’s Manual,” by Paul 
V. Reinartz, M. D., is now ready. This classic guide for 
evaluating A&S claims has been enlarged—to 514 pages— 
and completely rewritten. Both changes and developments 
in procedure and medical techniques over the past 10 years 
are covered. The medical aspects of claim adjustments are 
given in non-technical language. 

There are 117 new photographs and drawings illustrat- 
ing the text, and a glossary of medical terms. “The Adjust- 
er’s Manual” is published for THE SPECTATOR by the Chilton 
Book Division. $10. 


For Further Information Circle 264 on Card 


Corporate Insurance Trends Studied 


“Current Trends in Corporate Insurance” is an up-to-date 
report on recent progress in insurance risk coverage. Com- 
pany experts report on developments in the employee 
benefit and casualty insurance fields. Other specialists dis- 
cuss problems and practices in automobile fleet coverage. 
Three company presidents weigh probable trends and future 
expansion of insurance in tomorrow’s market. Report was 
published by the American Management Association. 


For Further Information Circle 265 on Card 


Proceedings of Casualty Actuaries 

The Casualty Actuarial Society has announced publica- 
tion of its annual volume of “Proceedings.” New papers 
published include “Automobile Bodily Injury Liability Rate- 
Making on a Prospective Basis,” by J. E. Faust, Jr., and 
“Revision of Rates Applicable to a Class of Property Fire 
Insurance,” by C. O. Shaver. $8. 


For Further Information Circle 266 on Card 


Study of Posiwar Mortgage Debt 
Since World War II the flow of funds into mortgages has 
been greater than into other sectors of the capital market. 


Continued on next page 
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{ence there is need for more adequate statistical informa- 

tion on mortgage credit. New and extensive data are pro- 
vided in a book just published by the National Bureau of 
Economic Research. By Saul B. Klaman, the study is en- 
titled “The Volume of Mortgage Debt in the Postwar 
Decade.” 

Mr. Klaman, economist for the National Association of 
Mutual Savings Banks, did the necessary research while on 
leave from his position on the staff of the Board of Gov- 
ernors of the Federal Reserve System. 143 pages. $2. 
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UUUTTUVVVVUUTTUUUUUNL ¢ Social Security Around the World 
The International Labour Office has published a compara- 


tive study entitled “The Cost of Social Security.” Book 
presents a consolidated statement of the financial operations 
of social security in 32 countries. Also, the work compares 
the distribution of the charges of social security between 
the different sources of revenue. The years from 1949 to 
1954 are covered. All information is given in English, 
French, and Spanish. 201 pages. $3. 
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Journal of the British Institute 


Publication of the latest “Journal of the Chartered Insur- 
ance Institute,’’ Vol. 55: 1958, has been announced by the 
society. This year’s issue contains papers given at the 
Diamond Jubilee Annual Conference, and a review of the 
program for this special occasion. Among other papers 
published here are ‘‘The Principles of Life Office Invest- 
ment,”’ “Casualty Insurance in the New World,” and “Life 
Assurance: Impaired Lives.” For information write to the 
Secretary, The Chartered Insurance Institute, The Hall, 20 
Aldermanbury, London EC2, England. 
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New Products and Services 


Continued from page 80 


new patterns to their line of tapes 
for charts, graphs, maps, and lay- 
outs. 

Patterns are all available in com- 
binations of black on white, red on 
white, blue on white, 
white and black on 
tape. 

A new folder describing Chart- 
Pak aids is offered by the company. 


green on 
transparent 


For Further Information Circle 2 on Card 


Letters Automatically 

Model 5605 Selector Auto-typist 
features a large-capacity 
which will store up to 250 average- 
size lines of copy. 


record 


Machine can write 10 or 20 com- 
plete letters depending on length. 
Individual letters can be selected, 
one at a time, by setting the direc- 
tion switch in “forward” position 
and pressing select button. The roll 
moves forward at high speed, stop- 
ping automatically at the beginning 
of each letter. American Automatic 
Typewriter Company is the manu- 
facturer. 

For Further Information Circle 3 on Card 


Safety Films Can Be Borrowed 

Educational safety films can be 
borrowed free from the Aetna 
Casualty and Surety Company, or 
through local representatives. Re- 
quest for use of a film must be ac- 
companied by a specific show date. 
Films can be used only in the con- 
tinental United States. and televised 
only after getting consent from the 
company. 

Films are 16 mm with sound. 
Fire prevention, highway safety, 
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sporting safety, home safety, and 
crime prevention are the subjects 
treated. Company will supply a 
complete list of titles on request. 


For Further Information Circle 4 on Card 


Portable Dictating Unit 
SoundScriber Corporation offers 
a portable unit that can be used for 
dictation, transcription, and inter- 
view recording. Called the ‘200- 
BIC,” the device weighs six pounds, 
is powered by flashlight batteries. 


The microphone, with a miniature 
mercury battery, can pick up desk- 
side interviews or small group 
discussions. The lightweight mike 
can be clipped to suit pocket or 
label, or laid on the desk. 

By inserting the accessory foot 
pedal, plus any SoundScriber lis- 
tening device, the Interview Com- 
bination can be used for transcrip- 
tion. The traveling man who needs 
records completed while in the fiela 
can drop off disks and instrument 
with a transcription service. 


For Further Information Circle 5 on Card 
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NEW CONTRACTS AND POLICIES 


Endowment Feature Added 
To Family Life Plan 


A family endowment policy has 
been introduced by New York 
Life. 

The new policy enables the hus- 
band to provide insurance protec- 
tion for his whole family, and ac- 
quire additional funds for retire- 
ment. Each unit provides $5,000 
of endowment insurance for the 
husband, and term for the wife 
and all children. 

Like the family policy, the en- 
dowment contract is available to 
practically all persons, including 
hazardous 


those in occupations. 


For Further Information Circle 228 on Card 


DI for Weekend Car Accidents 

Cravens, Dargan and Company, 
insurance managers, offer extra 
insurance for traffic hazards on 
weekends and holidays. 

For these days of greatest dan- 
ger, double benefits are paid un- 
der a new family policy providing 
payments for loss of life or limb 
from vehicle, 
streetcar, or train accidents. Hus- 
band, wife and all children from 
three months to 18 years of age 
are covered under the one policy. 
Family members are protected as 
drivers, 
trians. 


resulting motor 


passengers, or  pedes- 


For Further Information Circle 229 on Card 


Insurance for Youth Groups 


Hartford Accident and Indem- 
nity is writing a form of low-cost 
accident insurance for youth or- 
ganizations. 

Program is designed for organ- 
ized youth groups principally so- 
cial or community in character. 
Included are 4-H Clubs, De Molay, 
church clubs, choral societies and 
theatrical groups. Boy and Girl 
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WHAT THE NUMBERS MEAN 


If you would like more infor- 
mation about one or more of the 
policies or lines reviewed here, 
circle on the card between pages 
80 and 83 the number or numbers 
following those items. Write your 
name and address on the card 
and drop it in the mail. 











Scout units, athletic teams, 
marching bands, and_= similar 
units are not eligible for this pol- 
icy. 

The plan provides benefits up 
to $1,000 toward medical expenses 
for each boy and girl and each 
adult leader desiring the cover- 
age. There is an indemnity of $1,- 
000 for accidental death, and 
other payments for accidental 
loss of limbs or sight. 

Annual premium is $1 for each 
insured member. Youngsters who 
join the group while the plan is 
in force are automatically covered 
with no additional charge, until 
the next renewal date. Plan is 
available in all states except 
Iowa, Kentucky and Maryland. 


For Further Information Circle 230 on Card 


Family Benefit Rider 


Standard Insurance 
land, Ore., announces a 
Benefit rider. 

Rider is issued with a basic life 
or endowment policy of $5,000 or 
more face amount of permanent 
insurance on the husband. It may 
be added to both new and existing 
policies. 

One unit of coverage under the 
rider provides $3,000 of term on 
the insured’s wife at age 30 and 
under, reducing $100 per year from 
31 to 50 inclusive. Term insur- 


of Port- 
Family 


ance of $1,000 is provided at age 
50 and over. Children are insured 
for $1,000 term to age 25. 


For Further Information Circle 231 on Card 


United American Enters Group 

United American Life entered 
the group life field in July. 

Company will write all forms of 
group along with major medical, 
and hospitalization. All coverage 
except the group life will be un- 
derwritten by Fireman’s Fund In- 
demnity cooperative 
agreement. 

A unit billing system has been 
worked out between the firms. 


under a 


For Further Information Circle 232 on Card 


MM for Small Groups 


Med-X, Continental Assurance 
contract covering major medical 
expenses, has been on the market 
for large employers for several 
vears. Now small groups are be- 
ing accepted for this coverage. 

The company will accept em- 
ployee groups of any size accept- 
able by 
tions. 


state insurance regula- 
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Econolife Offers Low Net Cost 
Econolife is a new ordinary life 
plan offered by General American 
Life, St. Louis. It is sold in 
amounts of $5,000 to $14,999. 
Standard premiums have 
lowered and values 


been 
cash have 
been increased in the first 20 
years. Plan also includes a re- 
turn of premiums benefit. 


For Further Information Circle 234 on Card 


Renewable Hospital Plan 

Life of Georgia has introduced 
a hospital and surgical policy on 
a family plan that is guaranteed 
renewable. 3enefits reduce on 
parents at age 65. The policy also 
will be issued for one adult. 

Contract is issued on all mem- 
bers of a family over 14 days old. 
Or, it will be issued for one par- 
ent and all insurable unmarried 
children under 18. Age limits for 
adults are 18 and 60. 

There are three benefit plans 
with or without a $15 deductible: 
room and board for a 70-day limit 
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at maximums of $6 with $150 sur- 
gical; $8 with $200 surgical; and 
$10 with $250 surgical. 


For Further Information Circle 235 on Card 


Family with Double Indemnity 


Manufacturers Life, Canada, has 
adopted a family policy. Con- 
tract is offered in the usual $5,000 
units, providing $5,000 whole life 
on the husband, $1,250 term on 
the wife (of same age), and $1,- 
000 term on each covered child, 
up to age 21. 

Disability waiver and double in- 
demnity are included as part of 
the basic contract. Supplemental 
term, family income, and mortgage 
redemption riders can be added. 
Premium rate depends on the age 
of the husband and premiums are 
payable until husband is age 85. 


For Further Information Circle 236 on Card 


NA Life Adopts Family Rider 

North American Life Assurance 
has introduced a Family Term 
Benefit rider. The rider is issued 
with any basic plan of permanent 
insurance on the life of the hus- 
band. Up to three units may be 
purchased provided the insurance 
on the husband is at least $5,000 
for each unit of Family Term 
added. 

One unit of coverage under the 
rider provides $1,500 of term in- 
surance to age 55, 60 or 65 on the 
insured’s wife and $1,000 term in- 
surance on each child. 


vear term insurance equaling the 
cash value of a current policy. 
One plan, Endowment at 95 with 
premiums to age 65, is for issue 
at ages 20 through 54. The other 
plan, 10 Payment Endowment at 
95, is for issue at ages above 54. 
Minimum face amount is $15,000. 


For Further Information Circle 239 on Card 


Flexible Amount for Family Plan 

New England Mutual Life has 
adopted a family plan which has 
no restrictions on the amount of 











insurance for the head of the fam- 
ily. The husband-father can be in- 
sured for any amount with term 
coverage for the wife and children. 


For Further Information Circle 240 on Card 


Juvenile Estate Protector 
Juvenile Estate Protector plan, 
offered by Western and Southern, 
is a life paid-up at 65 with in- 
benefit. Starting at 
$1,000, the face amount goes up 
to $3,000 at age 18 and to $5,000 


( reasing 


Continued on page 86 


0.S.S. OPERATION SuPER SAFE 
ATESTED NEW APPROACH TOPLANT SAFETY 


another KEMPER service for... 


prod ucers 


a competitive advantage 
which enables them to sell 
and hold the large Work- 
mens Compensation risks. 


a policyholders >i 


increases production, im 
proves safety, betters 
employee relations and re 
duces insurance costs 


a new approach... 

The Safety Engineering department of Kemper Insut 
ance conceived and tested a new approach to plant safety 
through a special Safety Training Course for Foremen. 
To policyholders’ foremen, and our engineers, this pro 
gram is known as Operation Super Safe. 


man himself 


The secret weapon of Operation Super Safe ts the fore 
Ihe president of one company using the 
program describes it this way: “ 
ing safety to all employees through the foremen.” 


.an excellent job of sell 


foremen stimulated to think 


Operation Super Safe equips foremen to become group 
leaders. It helps them develop a safety conscious attitude 
and, at the same time, develops their ability to pass on 
this attitude to those working under them. 

This is accomplished by combining study of the funda 
mentals of accident prevention with the teaching tech 
niques shown to be most effective—the group discussion 
method. 


For Further Information Circle 237 on Card 





Term with $15,000 Minimum 


Monumental Life, Baltimore, has 
brought out a five-year renewable 
term policy for ages 20 through 55 
for a minimum face amount of 
$15,000. Policy can be converted 
to a permanent plan up to the pol- 
icy anniversary nearest the in- 
sured’s 60th birthday and is also 
renewable up to age 65. 


For Further Information Circle 238 on Card 


It is a combination which stimulates foremen to think. 


tested with more than 100,000 workers 


Che Safety Training Course for Foremen already has been 
tested with some of our policyholders, benefiting more than 
100,000 of their employees 


For brochure giving further information on how Opera- 
tion Super Safe will benefit your clients, write R. P. Palmer, 
Secretary, Home Office, Chicago 40, Hlinois 


New Split-Dollar Plan 


National Life of Vermont an- 
nounces two new policies for split- 
dollar and bank loan plans. 


Lumbermens Mutual Casualty Company 
American Motorists Insurance Company 


divisions of KEMPER insurance 


Chicago 40, Illinois 


A new option permits withdrawal 
of enough dividends to provide one- 
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New Contracts and Policies Family A&S Renewable to 65 


Life of North America now offers 
a guaranteed renewable family 
A&S policy. It provides 2 complete 
accident and sickness program for 
the family or for an individual. 
at age 21. There is no increase in Guaranteed renewable io age 65, 
premium at either age. Cash the plan has a Jevel premium based 
values increase to age 21 and are on age at entry. Any one voverage 


Continued from page 85 


has a life-paid-up at 95 policy is- 
sued for a face amount of $25,000 
or more. Cash values are equal to 
the full net level reserve from the 
first year. 


For Further Information Circle 245 on Card 


Contracts and Policies Notes 
Allstate Life offers policyhold- 


available for educational purposes 
at that time. 

Plan also carries an option at 
age 35 to exchange the policy for 
a retirement income at age 65 pro- 
gram at favorable rates. 


For Further Information Circle 241 on Card 


Family Plan in Three States 


American Life of New York is 
introducing its new Family Plan in 
New York, Indiana and Virginia. 

Features include term insurance 
of $1500 on the wife, at same age 
as husband. Term insurance on ihe 
children can be converted “or up 
to six times the term amount. 
Family Income and Supplementary 
Term may be added to the father’s 
coverage. 


For Further Information Circle 242 on Card 


Now over ; SAunich 
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billion in less than 


or a combination of five coverages ers a reduction of 2 per cent on 
can be selected. There is automatic their monthly premiums if the 
protection for new-born children, insured joins Allstate’s ‘“Econo- 
Rate Check Plan.” Plan authorizes 
automatic payment of monthly 
premium. 


and worldwide coverage. 
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Lifetime Hospital Plan Berkshire Life now permits the 
: " i ‘ ws first beneficiary of a policy io 

. wapnenderelrepeteneetne life- choose any of the company’s eight 
time guaranteed renewable hospi- settlement options at any time at 
tal and surgical policy. Written up contract rates. Choice can be made 
to age 65, plan offers room and by the insured or by the benefi- 
nee Mantis “98 G8, G20, G18, “G5 ciary if the insured made no elec- 
or $20 per day as selected. Surgi- ; 
cal benefits carry a maximum of 
$250. Payments are subject to a Great Southern Life has dropped 
$25 deductible amount. from 5 to 4-34 per cent the in- 
For Further Information Circle 244 on Card terest rate on loans on its Life 
Master policy. Reduction is retro- 

P active for contracts now in force. 

Value Increase Provider Premium rates for one-year term 


Pacific Mutual Life, Los Angeles, insurance, with participating Life 


tion. 
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Master dividends, have been re- 
calculated, with reductions at al- 
most all ages. 

Great-West Life has adopted a 
quantity discount. The “save-on- 
size” rate applies to amounts over 
$3,900. Interest rate on dividend 
accumulations has been raised to 
3.40 per cent. 

Life of North America now has 
a Check-O-Matic plan for the auto- 
matic monthly payment of pre- 
miums. 

John Hancock has extended its 
Premium-atic bank check plan to 
policyholders with regular check- 
ing accounts, regardless of the 
date of issue of their policies. 

Massachusetts Mutual Life has 
extended to age 25 the expiry date 
for children covered under its 
Family Plan. Premiums have been 
slightly increased. 

Mutual of New York has ex- 
tended its limit on total of acciden- 
tal death benefit in all companies to 
$150,000. 

State Mutual Life of America 
now has a guaranteed insurability 
term rider which can be added to 
policies of $5,000 or more. 








Keyed to 
PRODUCTIVE 
AGENCY 
BUILDING 


lili fH 


Indianapolis Life provides its agents and general agents with liberal commissions 
... life-time service fees . . . hospitalization and major medical benefits . . . group 
life... and a non-contributory pension plan. A substantial training allowance is also 
provided, together with ALL the tools for building a successful, profitable agency— 
including: 1 Career compensation plan and production incentive agreement for new 
men. 2 Basic and programming schools. 3 Success-proven training courses. 4 Busi- 
ness and tax seminars. § Check-o-matic and premium deposit plans. 6 Special 


college senior plan. 
A complete line of competitive life, accident, sickness, hospitalization, major medical 


and family policies. 


Wacter IT. HWuent, President Arnotp Bere, C. L. U., Agency Vice-President 


INDIANAPOLIS LIFE 


INSURANCE COMPANY 
Mutual—Established 1905 


INDIANAPOLIS 7, INDIANA 


AGENCY OPPORTUNITIES in Colo., Conn., Fla., Ill. Ind., la., Ky., Mich., Minn., Mo., Neb., N.D., Ohio, S. D., Tex., Wis 














TAKE THE JOB OUT OF 





SELLING! 


It takes less time—less effort to lead your 


prospects to a “close” with National 
Casualty’s top-notch sales aids. 

Yes, National meets today’s demands with 
modern sales methods as well as the 
finest Disability Income, Hospital and 
Surgical coverages for the Individual, 
Family, Franchise or True Group case. 


Guaranteed Renewable Policies Available! 


SSSHSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSESSSSSSSSSSSSCseses 


Establish and build your own Direct Agency—highly 
attractive agency appointments in select territories 
now available. Write today for full particulars — 
Address: Accident & Health Div., National Casualty 
Company, Detroit 26, Michigan. 


REMEMBER—JIT'S EASIEST TO SELL THE BEST! 


NATIONAL CASUALTY COMPANY 
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Trade Press Contributions 


Continued from page 63 


this trade group is THE 
SPECTATOR, which this year is cele- 
brating its 90th anniversary—90 


press 


years of service in this area of in- 
side public relations. I am sure 
that no one living today, with a 
background in this business of 
ours, would be unaware of the work 
of this publication over the years. 
It has made many noteworthy con- 
literature 
and the statistics of our business. 


tributions to both the 





Holgar J. Johnson has been president of 
the Institute of Life Insurance since 1939. 
He is a member (president, 1938) of the 
National Association of Life Underwriters. 
Mr. Johnson is a director of the Academy 
of Political Science and Social Science; of 
the Insurance Society of New York, and of 
the National Management Council. In 
1955 the King of Sweden awarded Mr. 
Johnson the Order of Vasa Knighthood Ist 
Class. 


And looking ahead into the even 
greater future before life insur- 
ance, I am sure that the trade 
press is going to continue to make 
important contributions to the 
sound upbuilding of the business 
as we enlarge our social-economic 
contributions. Both the services 
of and the responsibilities of these 
publications will grow as 
the bulwark of life insurance ex- 


trade 


pands. 

Today, we are beginning to 
think in terms of a “trillion-dollar 
protection” for the not too far 
distant future. A decade may well 
see us very near to such an at- 
tainment, if not there. 
The very enhancement of our ser- 
vices and our stewardship will 
make the problems of the future 
more vital and more troublesome, 


already 


88 


in all likelihood. We will need 
and will have, I am sure, the full 
assistance of the trade press in 
meeting them. 

Public relations is moving into 
a position of greater significance. 
Life insurance, as every business, 
is going to need every able hand 
to keep things in balance at all 
times in these days ahead. Change 
has grown apace in the past dec- 
ade, but the momentum will ac- 
celerate in the decade before ius. 
We know this will be true on the 
scientific, business and_ political 
fronts—and our whole living pro- 
gram takes its cue from these vi- 
tal channels. We must be ready 
for these changes and turn them 
to advantage—for both the public 
and the Trade paper 
columns will be of increasing im- 
portance in this undertaking. 


business. 


Constructive Leadership 


Continued from page 63 


The National Board of Fire 
Underwriters and most insurance 
trade publications grew up, shall 
we say, in these rapidly changing 
decades of peace, war, and pros- 
perity. And, of course, no year 
was without its problems or its 
hotly contested issues. 
What of today’s problems? 





General manager of the National Board 
of Fire Underwriters since 1951, Lewis A. 
Vincent joined the organization as a field 
engineer in Chicago 27 years ago. He is 
a fellow of the Casualty Actuarial Society; 
member of the Society of American Mili- 
tary Engineers; trustee of Underwriters’ 
Laboratories, Inc., and the New Jersey 
State Safety Council; director of the San- 
born Map Company; on the board of the 
Montclair Savinas Bank, and member-at- 
large of the National Council of Boy Scouts 
of America. 


Perhaps the chiet concern is 
steadily mounting underwriting 
loss ratios. This is a fact that 
merits industry-wide publicity. 
The trade press can help bring it 
to wider public attention, thereby 
assisting in bringing about a 
betterment of this condition. 

The fact that the losses must be 
paid from the premiums collected 
from the assured and _ thereby 
affect the cost of insurance must 
be kept before the public. 

Another elementary considera- 
tion that must be emphasized is 
that carelessness is a prime factor 
resulting in losses. 

These are examples of the 
simple truths that should be kept 
in mind and through constant 
repetition be made a part of the 
public consciousness. 

These are just a few instances 
to suggest how we rely on you 
the editors of the trade press—for 
interpretation of our problems. 

We hold you in high regard for 
all that you have done in the past 
and we look forward to years of 
continued respect and understand- 
ing. 


Key to Progress 


Continued from page 63 


been especially true in regard to 
automobile problems. Our efforts to 
acquaint policyholders with the 
reasons for rate increases have 
cited corresponding increases in 
accidents and claim Such 
facts and figures were presented 
most recently in a leaflet, which so 
far has been distributed to more 
than 10,000,000 motorists, and in 
speeches by staff members. 

Since we were telling an indus- 
try story with irrefutable statistics, 
picked up by 


costs. 


our message Was 


newspapers from coast to coast. 
Thousands of news reports and 
editorials iterated and reiterated 


the reasons for rising insurance 
rates. They supported the com- 
panies’ position and called upon 
motorists to drive more carefully 
if they wanted lower rates. In every 
instance the editorials were accu- 
rate, hard-hitting and plain-spoken 
in blaming careless driving and 
inflation. 

These are but a few of the many 
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ways in which industry-wide statis- 
tics have been helpful. They have 
aided also in the preparation of a 
vast amount of material on work- 
men’s compensation, in the develop- 
ment of speeches for the Associa- 
tion’s speakers bureaus in New 
York, Florida, Illinois, Oklahoma 
and California, in the writing of 
many booklets and pamphlets and 
in a host of other ways. 





Ray Murphy, until very recently general 
counsel of the Association of Casualty and 
Surety Companies, was lowa Commissioner 
of Insurance from 1935 to 1938. In 1957, 
Mr. Murphy was appointed a member at 
large on the U. S. National Commission 
for the United Nations Education, Scientific 
and Cultural Organization. 

An attorney, Mr. Murphy was city solici- 
tor for Ida Grove, lowa; county attorney 
for Ida County, chairman of the lowa State 
Board of Parole, and of the lowa State 
Board of Assessment and Review. 


Just as the insurance press con- 
tributes to the progress of our 
industry by compiling specialized 
statistics that are not available 
elsewhere, so too does it contrib- 
ute by offering news coverage of 
special interest to our business. It 
presents that news concisely and 
accurately, appraising insurance 
developments objectively and put- 
ting them in proper perspective. 

This is no small thing, for ours 
is a many-sided profession, touch- 
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ing every aspect of commerce and 
trade and being heavily freighted 
with the public welfare. Our in- 
dustry is called upon to play many 
roles—some of them arising out of 
an immediate concern and some of 
them far above it. We are called 
upon to be pioneer and crusader, 
tasks that are not often easy. Yet 
whenever our efforts have been 
reported as news, insurance pub- 
lications without exception have 
shown complete understanding 
about the problems we face and 
their many ramifications. 

What comes most readily to m) 
mind is the keen perception these 
magazines have shown in treating 
the compulsory automobile insur- 
ance story. They were not taken 
in by the false claims of compul 
sory’s proponents. Instead, with a 
wealth of background facts to rely 
on, they carried informative :rti- 
cles and editorials of such candor 
and integrity that the shortcom- 
ings of the compulsory idea im- 
pressed not only all segments 
within our own industry, but in- 
surance departments and legisla- 
tors as well. 

The insurance’ press has served 
for Many years as a central means 
of communication between diver- 
gent branches of our industry, 
keeping each side of the business 
adequately and accurately posted 
on fast-breaking events that affect 
our daily work. In underwriting, 
for example, scientists are now 
presenting us with a glorious op- 
portunity to extend our activities 
into new and limitless areas, the 
most dramatic of which is atomic 
energy, and the insurance period- 
icals have kept on top of this story 
from the beginning; so that the 
whole industry might be alert to 
developments. 

These are but a few examples of 
the many services rendered by the 
insurance press to our industry 
Although time and space _ limita- 
tions have made it necessary fo1 
me to restrict this review to the 
merest sampling of highlights, the 
facts indicate the wide scope of 
the press’ contributions. Doubtless 
the coming years will bring fresh 
problems, but I am confident that 
by following the pattern so long 
established, the insurance press 
will continue to bring significant 
advantages to the whole industry. 
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... He's a wobbly legged partici- 
pant in the unprecedented popula- 
tion and economic growth of these 
United States. 


Speaking of growth. have you been 
mnly a spectator of the North 
American Life Insurance Company 
soaring sales reeords? You CAN 
BE a participant! Once you have 
all the facets, you'll recognize your 
new future in our solid expansion 
program. Write in complete con- 
fidence to: Ronald D. Rogers. CLU. 
Agency Vice President. 


¢ Liberal, prompt underwriting. 
Substandard Life and Accident and 
Sickness. 


¢ Complete line of life insurance 
contracts from birth to age 70. 


¢ Complete Accident and Sickness 


line that includes both commer- 
cial and non-cancellable contracts. 


NORTH AMERICAN LIFE 
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North American Building Chicago 3, Ill 











Complete Insurance Figures 
in Four Handy Books 


Fire Index 
Life Index 
Handy Chart 
Accident Insurance Register 
All Published by 


The Spectator 
Chestnut & 56th Streets 
Philadelphia 39, Pa. 








89 





to 120,400. New group life insur- 
ance plans covering dependents, 
written in 1957, numbered 1,050 
and at the start of 1958, there 
were 4,450 of these programs. 


Daily Reports 


Continued from page 58 


under existing plans for newly August 4—In all 2,502 persons 
eligible employees and included took CPCU examinations in 


increases in the amount of cover- 
ages for those currently insured.” 

There were 25,530 new group 
plans established last year bring- 
ing the total number of plans in 
effect at the beginning of the year 


June this year. This was an all- 
time high, 12.5 per cent above the 
number in 1957. Total number of 
examinations taken amounted to 
3318 which was also a new record 

for the Institute. There were 1153 
i“ ‘ay/ 
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ait 


. . were registered last year in the 
eleven Southern states served by 
Life of Georgia. This is an increase of 
54.3% over 1950 registrations. 
This rate of increase is 41.4% greater 
than the rate of increase for the nation. 
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new candidates, which was an in- 
crease of 14.8 per cent above last 


year. 


August 14— Transfer payments, 

or money disbursed to indi- 
viduals for which they render no 
current service, have done a good 
deal to cushion the fall in pay- 
rolls during this recession, Na- 
tional Industrial Conference Board 
reports. 

Between August, 1957 and May, 
1958, wages and salaries, season- 
ally adjusted at an annual rate, 
declined by $8 billion. However, 
chiefly owing to a $5 billion in- 
crease in transfer payments dur- 
ing this period, total personal 
income fell by only $3 billion. 

A rise of 135 per cent in unem- 
ployment benefits made up over 
half of the $5 billion gain in trans- 
fer payments during this nine- 
month period, while almost $2.4 
billion of it was accounted for by 
increased old-age, survivorship, 
and disability benefits. 

Transfer payments have grown 
rapidly in the past three decades 
and now play a major role in 
America’s economic life, accord- 
ing to NICB. In 1929 they stood at 
$1.5 billion, or less than 2 per cent 
of personal income. During the 
first five months of this year they 
were at an annual rate of $24.5 
billion, or more than 7 per cent of 
personal income. 


And in the Future 


August 25-29—American Bar Association, 
Ambassador Hotel, Los Angeles. Insur- 
ance Section, August 25-26. 

August 31-September 5—Annual meeting, 
International Union of Marine Insurance, 
Salzburg, Austria. 

September 7-12—NALU Convention, Statler- 
Hilton Hotel, Dallas. 

September 22-24—Annual conference, Life 
Office Management Association, Chal- 
fonte-Haddon Hall, Atlantic City, N. J. 

September 22-25—Association of Superin- 
tendents of Insurance, Canadian Prov- 
inces, Empress Hotel, Victoria, B. C. 

September 23-24—Annual meeting, Inter- 
national Claim Association, French Lick 
Springs Hotel, French Lick, Ind. ‘ 

September 25-26—Conference Atlantic 
Alumni Association of LIAMA Schools in 
Agency Management, Hotel Roosevelt, 
New York. 

October 5-8—Convention, National Asso- 
ciation of Mutual Insurance Companies 
Chalfonte-Haddon Hall, Atlantic City, 
eee 

October 5-11—Fire Prevention Week. 

October 6-8—62nd annual convention, Na- 
tional Association of Insurance Agents, 
New Orleans, La. 
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October 6-10—-53rd annual meeting Ameri- 
can Life Convention, Edgewater Beach 
Hotel, Chicago. 

October 20-21—Remington Rand Univac 
Users Conference, John Hancock, Boston. 

October 20-22—Convention, National As- 
sociation of Mutual Insurance Agents, 
Commodore Hotel, New York. 

October 20-24—46th National Safety Con- 
gress, Conrad Hilton Hotel, Chicago. 


October 22-23 — Institute on Workmen's 
Compensation, Statler Hilton Hotel, 
New York. 

October 22-24—Annual meeting, Associa- 


tion of Life Insurance Medical Directors, 
Hotel Statler, Hartford. 


October 22-24— Annual meeting, LAA, 
Queen Elizabeth Hotel, Montreal. 
October 27-29 — Individual Insurance 


Forum, HIAA, Drake Hotel, Chicago. 

October 27-29—5Ist annual convention, 
California Association of Insurance 
Agents, Sheraton-Palace Hotel, San 
Francisco. 


CORRECTION 


In the 1958 SPECTATOR Fire 
Index, the address of the marine 
office for Commonwealth Insur- 
ance Company, Mercantile Insur- 
ance Company, North British and 
Mercantile Insurance Company 
and Ocean Marine _ Insurance 
Company should read 111 John 
Street, New York, N. Y. M. M. 
Pease is United States Marine 
Manager of the North British and 
Mercantile Insurance Company. 

Commonwealth Insurance’ ex- 
penses incurred for the five years 
should be $12,556,954 with an ex- 
pense incurred to premium writ- 
ten ratio of 45.8°°. The combined 
ratio should be 103.0%. Pennsyl- 
vania Fire capital should be $2,- 
000,000 instead of $1,000,000. The 
1957 expense incurred ratio to 
premiums written should be 
47.0%. The combined ratio should 
be 108.6%. 

In the 1958 SPECTATOR Handy 
Chart Pages 92, 93, 96 and 97 the 
following should be 
made for: 

North British & Mercantile Ins. 
Co.’s 1957 Admitted Assets $26,- 
695,849; Accident & Health pre- 
miums $1; total casualty lines 
$723; total fire lines $11,638. 

Pennsylvania Fire Ins. Co.’s 
1957 Capital $2,000,000; ratio of 
Expenses Incurred to Premiums 
Written 47.0% ; ratio of Combined 
Losses and Expenses 108.6% ; Ac- 
cident & Health premiums $1; to- 
tal casualty line $723; total fire 
lines $12,727. 
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pportunity 


IN SIOUX CITY, IOWA 


Sioux City, one of the most attractive Midwestern territories, 
offers a splendid opportunity for the man qualified for General 
Agent status. 

Our Company, with over $229,000,000 Insurance In Force, is 
conducting a full scale expansion program throughout our entire 
operating territory. If your experience qualifies you for General 
Agent opportunity, write us today for 
detailed information. All correspon- 
dence in confidence. We assure the 
utmost in home office cooperation and 
tested selling aids. 





H. O. CHAPMAN, President 
S. H. WITMER, Chairman of the Board 
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Industrial Safety 


Continued from page 65 


having available in the community 
as well as in the plant certain fa- 
cilities that can take care of his 
needs. 

These facilities run all the way 
from borrowing money 
he can’t pay his rent—to straight- 
ening out a fight that he has had 


because 


with his wife. Again, the plant 
doesn’t do all these things but, by 
word of mouth, they can give the 
information to their employees that 
this kind of set-up is available to 
anyone who needs it. 

Then you leave it to the individ- 
ual. Usually people won’t make use 
of these things until their prob- 
lems are practically “coming out of 
their ears.”’ But this way you are 
not monitoring other people’s lives. 
You are making available, one way 
or other, facilities that help the 
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workers to do what you are paying 
them for in a much better fashion. 

I think you have to admit that a 
well man, regardless of what his 
job is or what his skill, contributes 
more each hour, contributes better 
workmanship than one who is be- 
set by physical ailments, minor or 
severe, or one who is overcome by 
mental conflicts, 

I have been in safety work—loss 
prevention work—for about 37 
years. The longer I am in it, the 
more I am convinced that it is a 
very complex subject, dealing as 
it does with people as much as with 
machines, material and equipment. 

I have seen plants, particularly 
some woodworking plants and some 
malleable foundries, where there 
wasn’t room on the floor for people 
to put their feet and yet nobody 
got hurt. I have seen other plants 
where the housekeeping was perfect 
with plenty of room, yet the ac- 
cident frequency was very high. 

In the first plants that I men- 
tioned, where there wasn’t room to 
put your feet down, the answer was 
that the foreman or the manager 
had not only the safety but the wel- 
fare of everybody in that plant in 
the palm of his hand. As long as he 
was on the payroll, as long as he 
was the boss, they wouldn’t have 
any accidents. But if he got sick, 
left or was replaced, the plant’s ac- 
cident rate would soar. 

When you look at safety from 
“the whole man” viewpoint, the 
solution cannot always be handled 
with a slide rule, log table and a 
blueprint. Sometimes you have to 
dream a little about some of the 
things that people do because in 
addition to being workers they are 
human beings. I think you will do 
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well, in addition to making use of 
the regular safety work that has 
been “blessed by tradition” all these 
years, to investigate what might be 
done on trying to improve the in- 
dividual, as a worker. 

For example, some people say 
that when you start to hire a man 
an accident is in the process of 
being created. So it is good prac- 
tice for industry to use pre-place- 
ment examinations. This should not 
be a screening examination nor a 
pre-employment examination. It 
should be an examination to find out 
the physical characteristics of the 
man in order to place him where 
he can work with safety to himself 
and others, and where he may per- 
form his job in the most satisfac- 
tory manner. 

It has never yet been said better 
than John L. McCaffrey did some 
vears ago in The Chemical Digest: 

“The biggest trouble with indus- 
try is that it is full of human be- 
ings. . . . You will learn to your 
sorrow that, while a drill press 
never sulks, or a drop hammer 
never gets jealous of other drop 
hammers, the same cannot be said 
for people. ... You will learn that 
you have with people the same gen- 
eral problems of preventive mainte- 
nance, premature obsolescence, or 
complete operational failure that 
you have with machines. Only they 
are very much harder to solve.” 

This certainly, I hope, backs up 
my premise that safety work has 
broadened and that we now have 
to get down to primary causes or 
major contributing causes. In 
many of these areas the safety man 
is not charged with the correction 
but he is charged with the respon- 
sibility for avoidance of loss. So it 
is up to you as a safety man to 
bring to the attention of the proper 
people some of your observations as 
to what factors are contributing so 
strongly to the loss situation. 

I can remember years ago we 
used to feel we knew very well 
what were the causes of some of 
the accidents we had. They were 
due to lifting objects that were too 
heavy for the man to lift. With 
better machine design, better op- 
erational procedures, this situation 
is becoming more and more rare. 
Yet the back strain incidents seem 
to be getting greater and greater. 
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You get back strains now from a 
man picking up a piece of paper 
from the floor, So we are forced 
to seek other ways to control this 
type of loss and the solution will 
be found by dealing with the man 
as an individual and not the opera- 
tions in the plant. 

With the advent of newer mate- 
rials and the hectic world condi- 
tions, we have got to extend safety 
measures to the man in his entirety 
and to what affects him adversely 
and how it may be countered. As 


safety men, we have to work greatly 
in the area of probability. I don’t 
think the day will ever come when 
we get everything so classified and 
so perfect that an injury to a work- 
er is relatively impossible—if we 
are to produce goods. But we do 
have to work in the entire field giv- 
ing consideration to all factors, 
putting more work in some areas 
than others, to the end that the 
probability of an accident to an in- 
dividual will become even 
greatly reduced. 
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What They Say—City Hall 


Continued from page 24 


that have their home offices in the 
St. Louis metropolitan areas. It 
has for a very long time been in 
the Billion Dollar Class as to life 
insurance in force for the compa- 
nies with home offices here. Many 
other companies have either branch 
offices or general agencies in our 
city. Approximately 2,000 insur- 
ance agents and brokers offer our 


petition 


personal 


" ome 
@rrices 








Earn your 
fastest growing Life and 
Companies 


residents life insurance protection 
either individually or under group 
policy forms. Many of the men and 
women in insurance here are among 
the national leaders in their pro- 
fession. 

Insurance funds have played an 
important part in the advancement 
of the St. Louis community in many 
other ways than through industrial, 
commercial and home loans on real 
estate. St. Louis, as is well known, 
is one of the world’s largest medi- 
cal centers. St. Louis University, 
the oldest such institution west of 
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the Mississippi River, and Wash- 
ington University both have medi- 
cal schools that are internationally 
recognized for the scope of their 
courses of study and the efficiency 
and progressiveness of their teach- 
ing staffs. 

Medical students come here from 
all parts of the world to study in 
our universities and to take their 
internship in the many outstanding 
hospitals in this city. The medical 
and surgical specialists of St. Louis 
are among the world’s greatest. 
Large amounts of life insurance 
funds have been sent to our city to 
further medical research. 

St. Louis insurance men, aside 
from their actual insurance duties, 
have played a prominent part in 
the development of our community 
and the West. They have helped 
to organize and operate railroads, 
steamboat lines, street railways 
and motorbus systems and various 
types of industrial, commercial and 
financial enterprises. They have had 
a hand in the operation of big 
league baseball teams in five major 
leagues, the American, National, 
American Association, Federal and 
Union Leagues. They have taught 
Bible classes and even served as 
preachers for many churches. They 
have been leaders in the advance- 
ment of culture, religion and com- 
munity development in the St. 
Louis metropolitan area. 

Many life companies in various 
other parts of the country were 
founded by men from St. Louis. 
The prominent part that the late 
Walter W. Head and his successor 
as president of the General Ameri- 
‘an Life, the late Powell B. Mc- 
Haney, had in the civic reawaken- 
ment of St. Louis in recent years 
is too fresh in the minds of all 
St. Louisians to be forgotten. Their 
contributions in time and ardent 
personal effort made possible the 
passage of some $200,000,000 of 
municipal bonds needed to finance 
the construction of many types of 
municipal improvements, and other 
civic advancements in recent years 

Raymond R. Tucker, who was 
elected Mayor of St. Louis in April, 
1953, brought to that office personal 
capabilities as an administrative 
leader possessed by few men. One 
has to go back to 1901 when the 
late Rolla Wells, member of a pio- 
neer family, was picked to head 
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the community in the World’s Fair 
period, to find any Mayor of com- 
parative stature. Holding a pro- 
fessional degree in the field of 
engineering, Mr. Tucker as the 
city’s first Smoke Commissioner, 
had made a never to be forgotten 
contribution to St. Louis by clean- 
ing its atmosphere of smoke and 
smog, giving it an improvement in 
that respect that has caused count- 
less other communities to send 
special representatives to St. Louis 
to find out “how it was done.” 

Basically not a politician, Mayor 
Tucker was elected to that office by 
the largest majority ever accorded 
any man. He was 
April, 1957, by an equally over- 
whelming vote. As the city’s chief 
executive he has been handicapped 
by the political mistake of 1876, 
when the city was divorced from 
St. Louis County, and a city charter 
that is thoroughly obsolete. His 
efforts to modernize and otherwise 
improve conditions in St. Louis has 
also been retarded somewhat by 
the fact each Ward elects its own 
alderman. 


re-elected in 


Outstanding Contributions 


Nevertheless, despite these handi- 
caps and the current business re- 
cession, which is squeezing St. 
Louis and other large cities be- 
tween reduced income from regular 
sources and increased cost of muni- 
cipal eperations, Mayor Tucker’s 
administration has been marked by 
many outstanding contributions. 
Its fire department has been mod- 
ernized and better trained with the 
result that for several years local 
fire losses have been declining from 
year to year contrary to the na- 
tional trend. The city has been 4 
leader in providing public housing. 
It also has well underway steps 
for further advancement through 
the Plaza Housing Development 
and the larger one in the Mill Creek 
area in the central part of the city. 
New buildings are being provided 
for various public institutions, 
parks and playgrounds are being 
extended and improved, street light- 
ing is being modernized and many 
other public improvements have 
been started or are in the advanced 
planning stage. Under his leader- 
ship St. Louis has attained a new 
civic consciousness and a progres- 
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sive spirit in business and civic 
circles that promises much for the 
immediate future of St. Louis. 


What They Say—In Print 
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the wrong type of policy is better 
than no insurance at all. 

Life insurance should be pur- 
chased as part of a program of 








building an estate plan and imple 
menting the plan with the material 
to make it work. The flexibility of 
the life insurance contract permits 
alterations to be made in the form 
of the policy or its ultimate use, as 
an estate acquires other assets or 
the plan changes as the family 
matures. 

The policy 
young couple to guarantee an estate 
can be used to produce income for 
them after retirement when the 
self-supporting. If 


purchased by the 


children are 
Continued on page 96 


Increasingly Important 


The importance of the training required to earn the desig- 


nation of Chartered Life Underwriter 


symbolized by this 


key—is very definitely growing year by year. One indi- 
cation of this is the growth in paid memberships in the 
American Society—from 2264 in 1950 to 4307 at the 


close of the 1956-57 year. 


There are many other indications of the increasing 
importance of the degree: various measurements of what 
happens to those who become C.L.U.s, the growing num- 
ber of candidates who pass examinations, the ever-larger 
group of individuals who are studying to prepare for the 


C.L.U. examinations, ete. 


Doesn't the increasing importance of this professional 
designation suggest to you that it would be worth your 
while to explore what C.L.U. study might do for you? 
You can get more information about C.L.U. activity in 
your community through your local life underwriters as- 


sociation. 
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sufficient income is available from 
other sources to provide for retire- 
ment, the policy can be exchanged 
for a paid-up policy on which no 
further premiums will be due. 
There are many methods of pay- 
ment of the proceeds of life insur- 
ance, either through the policy o1 
by other means. The correct meth 
od of handling the proceeds can be 


determined by a complete estate 
analysis. 

The life insurance salesman has 
changed from the old-time policy 
peddler to a counselor of profes- 
sional standing. If he is permitted 
to make a careful analysis of life 
insurance needs, he will recommend 
a program designed to meet the 
needs of the estate. Often he is 
handicapped by lack of information 
and lack of complete confidence in 
him, which results in the sale of 
policy forms unsuited to the estate 
requirements. 
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The skilled life insurance under- 
writer is an important member of 
the estate planning team. 


From a Newspaper 
Editorial 


"The Nation's Pensioners" from the 
Wilmington, Del., News, April 4, 1958 

OVERAGE under private and 
} public pension and retirement 
programs in the United States had 
expanded to the point last year 
that more than 8,000,000 persons 
in the country 65 years of age or 
older—about half the people in 
that age category—had some as- 
sured lifetime income over and 
above life insurance or other sav- 
ings. 

This is the report of the Insti- 
tute of Life Insurance, which 
drew its findings from its own 
records and those of the Social 
Security Administration. Under 
the various pension setups, con- 
tributions in 1957 ‘were being 
made at the rate of $15,000,000- 
000 a year, more than double the 
total for 1950. Payments to pen- 
sioners were estimated at $8,000,- 
000,000. Seven years earlier the 
comparable total had been well 
under $2,000,000,000. 

Aside from public retirement 
plans, private pension systems last 
year covered an estimated 16,500,- 
000 persons. The 1950 coverage 
was 9,000,000. Pensioners in 1957 
shared payments aggregating $1,- 
100,000,000, an increase of 206 per 
cent in seven years. And the pri- 
vate programs were operating 
with reserves of $34,000,000,000, 
over 200 per cent more than in 
1950. 

The trend is important not only 
because pension plans are of vital 
concern for those they protect but 
also because they are a source of 
capital for American industry. 
The Institute study shows that 
half the reserves for private pen- 
sion and retirement plans are in- 
vested in corporation bonds. The 
remaining funds largely go into 
government securities, mortgages, 
and in selected stocks. 

These uses provide the Ameri- 
can economy with funds to create 
more jobs for the working portion 
of our population while those who 
have earned leisure can feel se- 
cure about it. 
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“PR” for Insurance—No Right 
To Be Misunderstood 


Some Confuse Press- 
Agentry with PR 


66 N | O major business or indus- 
try,” said Adman Bruce 


Barton some 20 years ago, “has the 
moral right to allow itself to be un- 
explained, misunderstood or pub- 
licly distrusted, for by its unpopu- 
larity it poisons the pond in which 
we all must fish.”’ 

As the small-business galaxy of 
old, consisting of proprietor-owned 
and operated companies, has swirled 
itself into giant complexes, and, as 
newer forces, such as organized 
labor, politics, and everything else, 
have gained in strength, more and 
more corporations have recognized 
the need for being “understood” by 
their customers, employees, stock- 
holders and the public at large. 
Thus, one hears of paid corporate 
managers, or presidents, sincerely 
voicing a desire to meet with “mid- 
dle management”. . . or, even say- 
ing, “Let’s take our story to the 
stockholders.” 


No Fire Prevention? 


Business and industry leaders 
seem to wait until the fire is raging 
before signaling their departmental 
PR chief, and his associated hose 
carriers, with screaming directives, 
as follows: “‘There’s trouble at Ta- 
hoe; Nantucket natives are rest- 
while they love us in Los 
Alamos, we’re chicken at Canaveral 
... Do something.” 

Let us agree that big business 
sometimes waits until it is in 
trouble before it worries about its 
reputation. One who would agree 
is Earl Newsom, public relations 
advisor to Ford, Jersey Standard 
and American Locomotive. 

He forthrightly states: 


less; 


“Busi- 
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nessmen are so damn preoccupied 
with the notion of making and sell- 
ing things that they often fail to 
recognize developing public rela- 
tions problems until it is too late.” 

Another challenge: Certainly true 
in general industry, a possibility in 
the insurance business are not 
some companies neglecting the dif- 
ference between press-agentry and 
public relations? 

Press-agentry is usually a one- 
shot attempt to get a story in the 
papers. Public relations may well 
be a long and continuing campaign, 
aimed at molding public opinion on 
a broad basis. 

Many years back, for example, 
Manhattan’s Carl Byoir took the 
Libbey-Owens-Ford plate glass ac- 
count in hand. He got architects 
to plug for more glass in houses— 
“picture” windows were dreamed 
up. He had a book written on glass, 
of course, and he encouraged De- 
troit automen to stress the safety 
features of 
more 


more 
glass). By 


(and 
increasing the 
glass, Mr. 


visibility 
overall use of Byoir 
eee Se em emate 


GREETING, CARDS | 


FoR ALL a 


I'd like to see a get-well card saying, 
"lL told you so." 


helped boost sales of his client, im- 
prove profitability, and incidentally, 
decrease insurance results. 

Many of the companies that rec- 
ognize the value of public relations 
still regard the job as a mere off- 
shoot of advertising or a task for 
a glad-hander. They appoint per- 
sonnel clerks, and assign them an 
appropriate spot so far down on 
the table of organization that they 
can really have no knowledge of 
what the company is planning 
much less why. Such public-minded 
firms as Ford, GM, and Lockheed 
long ago learned that their top pub- 
lic relations men must sit in on 
policy-making decisions. 


Only a Handout? 


Giant DuPont is one of those 
that has realized the need for a 
more personal approach, and has 
made President Crawford Greene- 
walt its public face and spokesman. 
On the contrary, there are many 
corporate executives who still feel 
that when they have issued a hand- 
out to the press they have done 
their duty. 

For a good company, there is no 
mystery in good public relations. 
The secret is simply to tell all it 
can about itself. One of the first 
to realize this was AT&T, which 
staffs its public relations depart 
ment with 
and experienced 
Interestingly, five of the subsidiary 
Bell presidents once headed AT&T’s 
public relations program. Naturally, 
such an organization capitalizes on 


former newspapermen 


company hands. 


its own greatness. Instead of an- 
swering queries or complaints by 
letter, regardless of distance, your 
telephone company calls you. 

While most 


people feel it is necessary to have 


Now, to insurance. 
insurance, few are enthusiastic 
about it. Buyers show a relative 
lack of awareness of their insurance 
problem; and, even when aware of 
it, they often appear not to feel the 
problem acutely. 

This would suggest an urgent 
need for awakening people to the 
advantages afforded by adequate 
Most 


as community leaders, are 


insurance’ protection. local 
agents, 
in a position—by example—to pro- 
mote an awareness of the virtues 
and values of insurance, and to 
generate an enthusiasm for its own- 


ership. 
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ANDREW KAKOYANNIS, General Agent for the Berkshire Life Insurance Company in Miami, Florida, entered the business in New York 
City in 1922 as Special Agent. In 1928 he became Manager in the same city and in 1948 joined Berkshire Life as General Agent. 
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...and like the creative writer, an agent must utilize all the “If your qualifications meet our recruitment standards, you 
technical knowledge, personal experience, understanding certainly will. The whole philosophy of the program is to 
and talent at his command, before he reaches the happy help both new and experienced agents increase their income 
ending of a completed sale.” by increasing their knowledge and technical competence, It 
“There’s more creativeness involved in insurance selling, makes it easy to understand why today 
Berkshire presents the greatest potential 


"> 


Mr. Kakoyannis, than I ever realized!” 
for personal growth in the industry! 


“That’s right. Any member of Berkshire’s field management 
team will tell you that the successful agent’s job is 99% - ; m = 
creative. That’s why our training and field supervision pro- | D rH ik ot : % é re 
gram is continuous, designed to add a never-ending fund LIFE INSURANCE Co. 
of information to each agent’s total experience. With this - : - im 
: i g : P Life, Accident & Sickness, Pension Plans, Annuities 
increased knowledge and technical skill the agents are _ . 
. : ~ ” ? 1 "ure be y regi 

equipped to sell even complex plans with complete confidence. : . Rankin Furey, C.L.U., President | 

siiliaiel oe E George D. Covell, C.L.U., Agency Vice President 
“Would I get the benefits of this program?” PITTSFIELD, MASS. * AMUTUAL COMPANY °« 1851 





ARE YOU 
AN AGENT WITH 
A FUTURE? 


That depends. On you. And on the organization behind you. If you’re an INA agent, 


you’re sitting on top of the world! For you’re supported by sales and service offices every- 





where. Fifty-one in this country and Canada. Forty more overseas. This vast network of 
co-ordinated production and underwriting experts has helped you build for the future 


’ 


with multiple-line Fire-Marine-Casualty-Life sales. With ‘“‘one-stop” insurance selling! 


There are many other ways INA helps you build for the future. Ask your INA Fieldman. 


GROW WITH THE COMPANY WITH A FUTURE @ 
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